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Or America’s automobile and truck dealers 


IMPORTS 
and the 


1980s 


Your automobile 
dealership is a highly 
specialized business. 
Naturally, your business 
insurance needs are 
specialized too. 


We realized this back in 
1922, the year we committed 
our business to offering 
automobile dealers the best 
protection possible for their 
business. And we've made 
that commitment stick. 

That's what makes 
Universal Underwriters The 
Specialists in Auto Dealer 
Protection. 

Universal's Unicover® is 
our very flexible protection 
package designed especially 


for automobile dealers. It can 
be tailored to a dealer's 
specific insurance needs. So 
when you call on The 
Specialist, we can diagnose 
your insurance requirements 
quickly and simply. You'll 
get the best coverage for your 
dealership, without buying a 
lot of coverage you really 
don’t need. And your 
insurance can be among the 
least of your business 
worries. 


Of course, you could buy 
business insurance from a lot 
of companies. But if you want 
Auto Dealer Protection — 
simply and expertly —then 
you want The Specialist. 


Please send me more information 


about Auto Dealer Protection from The 


Specialists. 


| Name & Title 
| Dealership _ 
| Address 
| City 
| State 


uto Dealer 


Protection. 


A Member Company of the 


Lynn Insurance Group 
. M. Lynn, President 
5115 Oak Street 

[ Kansas City, Missouri 64112 
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If you want a fast, 
accurate insurance 
call in The Spe 
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Notes 


Industry news for the automotive executive 


Detroit viewed. as a threat over- 
sas. Despite what has been hap- 
vening to the domestic automak- 
es recently here in America, 
turopean car manufacturers 
nonetheless see them as a huge 
competitive foe in Europe 
‘throughout the 80s. 

That ark: was very evident 
uring a two-day motor industry 
conference held recently in 
Geneva. The European anxiety is 
amost ironically based, in fact, on 
the current weakness of the two 
American giants, Ford and GM. 
The feeling is that, compelled as 
these two companies are by slow 
ules and government regulations 
® retool for smaller cars, to stan- 
dardize products and develop new 
technology, they may leap ahead 
i both cost-cutting and technol- 

well. 
“While Japanese imports can be 
legislated out of the European 
market and their attempts to set 
% plants discouraged, Ford and 
CM already have strong European 
bases from which to begin their 


ncois Perrin-Pelletier, the 
PS sc jot Talbot Europe, the 
eit created by Peugeot after its 
turchase of Chrysler’s European 
erations, said the American car 
‘Mekers would gain higher pro- 
“etivity by using their financial 
Stength in reinvestment to ac- 
®ire the most modern techniques 
“ automation and robot equip- 
coves,” he added, “they 
will be able to mobilize their 
gantic industrial potential 
“ound a product range that is fi- 


Innocenti, Managing 
eee Italy’s Alfa Romeo 
4p, said GM’s new push in 
was going to be the major 
© in changing the European 
in the 1980s. He likened 


ew European strategy to the 
ming of a “dormant giant.” 


U 


The GM financing plan. General 
Motors recently announced that 
effective with those vehicles pro- 
duced on and after April 1, and 
continuing through the remainder 
of the 1980 model year, dealers 
will be able to obtain an additional 
10 days of interest-free wholesale 
financing from GM, depending on 
their individual financing pro- 
gram. 


eu x 


MG lives—probably. Those who 
thought they would soon see the 
end of the British-made MG sports 
car probably will not. BL Ltd., the 
state-owned automaker that has 


_been phasing out MG production, 


said it has agreed in principle to 
sell its MG plant and the “world- 
wide exclusive licenses” for the 
auto’s trademark to a group 
headed by another car company, 
Aston Martin Lagonda Ltd. 

Terms of the proposed sale were 
not disclosed, but several sources 
estimated the prospective pur- 
chasers would pay the equivalent 
of about $65 million. If all goes 
well, the sporty MGB will go on, to 
be joined by a new model in about 
two or three years. 


x* * 


GM increasing driver ed al- 
lowances. General Motors, saying 
it wants its dealers to take an even 
greater role in driver education 
programs, is increasing the al- 
lowance it pays dealers who loan 
new cars and light-duty trucks to 
high schools. 

During the '78-'79 school year, 
GM dealers provided 36,690 cars 
and light-duty trucks to high 
schools, receiving from GM nearly 
$13.2 million in allowances. That 
vehicle total, GM said, accounted 
for almost 68 percent of the units 
loaned to schools by the domestic 
manufacturers during the year. 

Robert D. Burger, vice president 
in charge of the GM marketing 
staff, acknowledged the com- 


pany’s allowance to dealers has 


not changed for several years. ‘“We 
now plan,” he said, ‘‘to review the 
allowance structure at least once a 
year because we consider this pro- 
gram valuable to all the partici- 
pants, most of all the young people 
who learn to drive responsibly and 
safely.” 

The increase is retroactive to 
March 1, and Burger said he hopes 
school administrators who may 
have found vehicles recently un- 
available will contact dealers 
again now that the new al- 
lowances are in effect. 

xxere 
Pennzoil promo. The Pennzoil 
Company is offering retailers what 
it thinks is a great opportunity to 
attract customer traffic. 

Star of the promotion is the 
Pennzoil Mini-Chaparral, a junior 
model of the bright yellow racing 
car developed by noted race car de- 
signer Jim Hall. 

According to the LA- 
headquartered company, the 
Mini-Chaparral is offered for sale 
to retailers as a special-door prize, 
and should be used only for special 
promotions such as a grand open- 
ing, anniversary sale, parking lot 
sale, or other event. 

The car is powered by a 3 hp. 
Briggs and Stratton engine and 
reaches speeds of 15 m.p.h. Its re- 
tail price is $800, but retailers can 
purchase it for $495, plus shipping. 

Funds accruing to dealers under 
Pennzoil’s existing retail co-op 
advertising program can be used to 
help cover part of the purchase 
price of the Mini, ‘when used in 
conjunction with Pennzoil Motor 
Oil at a special featured price.” 

The company will provide line 
drawings of the car for use in 
newspaper advertising. 


x** 


Champion reining in. Champion 
Home Builders Co., headquartered 
in Dryden, Mich., announced 
today it will begin immediately to 
suspend and consolidate opera- 
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tions at several motor home 
facilities “in order to cut losses 
and cope with the nation’s prob- 
lems of tight credit and gasoline 
uncertainties.” 

Motor home plants being closed 
indefinitely are in Imlay City, 
Mich.; Ellaville, Ga.; Bremen, 
Ind.; and Payette, Idaho. A second 
Imlay City plant will remain open, 
along with those in Ridgeville, 
Ind.; Elkhart, Ind.; and Lindsay, 
Calif. 

A company spokesman said that 
Maintenance service centers in 
Burton, Mich., Van Alstyne, 
Texas, Sherrill, N.Y. and Visalia, 
Calif. would also be closed down, 
as well as two component-supply 
facilities in Adrian, Mich. and 
Thomasville, Ga. However, 
maintenance service centers in 
Bremen, Ind., Ontario, Oregon, 
Deland, Fla. and Ellaville, Ga. 
will remain open as will seven 
component-supply plants around 
the country. 


ex 


Highway spending being held 
down. A large amount of federal 
tax money already collected for 
the nation’s highway system is not 
being used, according to an analy- 
sis by the Highway Users Federa- 
tion. 

The Federal Highway Trust 
Fund, which finances federal-aid 
highway programs, has grown, ap- 
parently, to its highest level ever. 
At the end of federal fiscal year 
1979, the Fund’s balance was 
$12.5 billion, an increase of 7.6 
percent over fiscal ’78. 

Rather than being used for road 
improvements, much of the 
money is being lent by the federal 
government at high interest rates. 
This has been possible because 
federal ceilings on highway 
spending—$8.5 billion last year 
and $8.75 billion this year—are 
falling well below actual revenues. 

Interest earned on Trust Fund 
loans jumped from $662,160 in ’78 
to $857,286 in ‘79. In ’80, the 
interest earned is expected to top 
the billion dollar mark, an in- 
crease of 40 percent over the last 
fiscal year. 


In the meantime, highways, ac- 
cording to several studies, are de- 
teriorating faster than they can be 
replaced and construction and 
Maintenance costs have doubled 
over the past five years. Counsel- 
Trans, Inc., a Maryland consulting 
firm, estimates that sections of the 
interstate system that have ex- 
ceeded their design life and are 
now “worn-out” will cost $2.3 
billion to replace. Over the next 20 
years, it says, rehabilitation on the 
network will cost $21.7 billion in 
’79 dollars. 

Says Federation President Peter 
G. Koltnow, “In spite of the bil- 
lion-dollars-a-year need for re- 
habilitation, the Administration 
has requested and Congress has 
provided only about a quarter of 
that in the current and recent fis- 
cal years. 

“The inevitable result is, the 
quality of the existing interstate 
system will go down for a period of 
time.” 


xx 


The Avis mini-lease. Avis Rent A 
Car has launched a program that 
allows a customer to rent a late- 
model car from three to eleven 
months for a flat monthly rate in- 
‘cluding insurance coverage, full 
maintenance and 1,000 free miles 
per month. 

The customer has the option to 
purchase the vehicle at the end of 
any lease month and receive a 
$100 purchase credit for each 
month lease payments have been 
made. 

Explains Robert W. Jacobsen, 
Avis director of term rental, “The 
mini-lease program... is de- 
signed to provide a service for cus- 
tomers with special transporta- 
tion needs, such as foreign visitors 
planning extensive travel in the 
U.S., small and large businesses 
needing management transporta- 
tion and general consumers with 
seasonal vehicle requirements.” 


xn 
U.S. gas prices still relatively 


puny, but climbing. Gasoline 
prices overseas still dwarf the 
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pump price in this country. In Bub 
garia, fuel goes for $4.32 a gallon 
ree —_ it for $3.11; It 
3.02; Israel, $2.60; Britai $2.34 
and Japan, $2.20. ro 
But the American Automob 
Association (AAA) re 
average price of all pa che | 
the U.S. skyrocketed 7.2 
gallon in the four-week per 
ending in mid-February (a rece 
and it went up another 5.8 cent 
during the ensuing month, __ 
As March prepared itself for ob 
onslaught of April Fools’, full see 
vice regular stood at $1,990. m= 
mium was $1.281, and unle 
was $1.268. I 
Diesel went up to $1.124 | 


Hx 


CORPORATE 3 
ANNOUNCEMENTS 
T : 7 

manufacturing facili i Le 
Beach, Calif., previews es 
Toyota Long Beach Fabrieasnc _ 
Inc., has been renamed Pus 
Motor Manufacturing, 
Ines 

Mazda Distributors (G 
has pegged August as the date & 
will open a new 110, | 
foot distribution center in Sugar 
land, Texas. The $2 million center 
will house an 85,000-square-foot 


parts warehouse, a 5, 


foot training center, and 
square-foot office building. = 
automobiles, spare parts and ac 
cessories handled there Will ser 
vice 170 dealerships in an } l-stare 
area. - ashe service 
center for the region has 
added, located in Kanal — 
Mo.... > 
S.E. Knudsen, once ; 
Ford Motor Co. and cmon 
president of General Motors, re 
tired April 23 as chairman of the 
board of White Motor Corp., a po 
sition he has held since ‘1971. 
Knudsen, 67, said at press time be 
was a candidate for chairman o 
the Executive Committee and 
was running for reelection ag ad 
rector. ry 


on 


‘TekTor System Works! 


; hunderbird Imports Ltd., Norman Oklahoma, is another of the many dealers 
‘Mionwide experiencing the effects of the “‘TekTor System. Not a line of raw 
icals, but a real, cost effective marketing and planning system with the 
’s bottom line in mind, encompassing total flexibility, complete internal 
“ection and real profit dollars!! 


Thunderbird 


Imports Ltd. 


Volkswagen, Honda, and Saab 
2404 West Main Street Norman -Oklahoma -73069- Phone 329-1077 
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December 19, 1979 


TekTor of Oklahoma 
ox 1128 
Norman, OK. 73070 


P.O 


Dear Rodney, 


Ssed is our check #9445 for payment of our most re 
or products. 


I did want to take time to write and let you know that the T8 
ekTor Marketing Program and recent Sales Meeting that you presenté 
Are both valuable additions to our Dealership. Just as you stated, 
sing TekTor as a complete program has been a big help in reducing o 
ever increasing cost factor and has added “additional gross profit" 1 
each sale, obviously the bottom line. 


<< we right: Ronald Jelosek, Dealer; Rodney Rader, Sales Representative, ‘TekTor Again thank you and have a Happy Holiday. 


~~. Cary Litrell, General Sales Manager. 


\, . 

© spl really few and far between in our 
briness, Don’t be misled by all the wild 
“ements in the market place. Ask a ‘Tek Tor 
“er for the best, most straightforward facts in 
‘market!!! For the name of a ‘TekTor dealer 


* you, attach your business card to the 
con below and drop it in the mail. 


Our Thanks To Thunderbird Imports Ltd., 


elosek, Their Employees and Customers 
Ronald J ‘ ... From the ‘TekTor People 


ee mimmimmina sass togs ean 


~“— eo oe 
ok R.C.I. ‘TekTor 
— P.O. Box 340 
y ~ Catawba, NC 28609 


Zip 


State 


f 


Protection System 


ron MORE INFORMATION, CALL: 704/478-2161 
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NATIONAL AUTOMOBILE DEALERS 
SERVICES CORP. 
BOARD OF DIRECTORS 


George S. Irvin, President 

Denver, Colo. 
Wendell H. Miller, Binghamton, N.Y. 
Frank C. Davis, Nashville, Tenn. 
George W. Lyles, High Point, N.C. 
William C. Doenges, Bartlesville, Okla. 
Leslie M. Emerson, Lewiston, Maine 
Bertrand A. Feiber, Bogalusa, La. 
Marvin D. Hartwig, lowa City, Iowa 
William J. Symes, Pasadena, Calif. 
Frank E. McCarthy, McLean, Va. 
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Service Department Profit—The Missing Link 
A discussion on what the new computerized dispatch systems and the manually operated 
ones can mean to your service department and your profit. 


Small Is BIG 
A look at what’s on the horizon in the car industry. 


Imports: A Look at 1981 and the ’80 1/2s 
The manufacturers tell us what’s breaking now and in September and beyond. 


Has Government Paperwork Really Been Reduced? 
A subject close to your heartburn if not your heart. 


SPECIAL INSERT—IRVIN ON INTEREST—CENTER SPREAD 


ae TSE "fg 9 0) 5 5 Rae ema 

ee i Mi SRR Le ES eras wee 

MU 5 wwe ee ee eee LGR Eo) ee 

ae oe Leger eres a. eo eh BD 

tion Block ...--------:-:: of BERS Sat "SS Paneer os earn 7 55 
er photography by Nemo Niemann 


ight© National Automobile Dealers Services Corp. 
4 membership applied for—September 1978 


RTISING OFFICES 
Advertising Manager 
LZ a 

© Westpark DT. 

“ean, VA 22102 

4 §21-7160 


‘tern Sales Representative Midwestern Sales Representative Western Sales Representative 


“mn F. Spaeth Jon Kaufman . Len Ganz 

ull Associates Ltd. Publishers Marketing Group Len Ganz & Associates 
~%E. 36th St. P.O. Box 343 15431 Vassar St. 

© York, NY 10016 Prospect Heights, IL 60070 Westminster, CA 92683 
1 683-8600 (312) 673-1351 (714) 898-1035 


ees 


ie * 


AUTOMOTIVE EXECUTIVE, MAY,1980 = 5 


CO TAT 


Sacrificed 


The automotive industry has been sacrificed to the 
federal government’s anti-inflation program. Like 
most sacrifices, no one feels better because of the 
exercise—particularly the victim. 

Dealership mortality, plant closings, unemploy- 
ment: all have resulted from the government’s delib- 
erate escalation of interest rates and restriction of 
loan funds. 

On October 6, the Federal Reserve Board moved to 
deflate inflation by inflating interest rates—a 
counter-productive policy that increased the price of 
money for manufacturers, dealers and consumers. In- 
stead of helping, inflation worsened under the Fed’s 
policy; the rate climbed 55 percent in six months. 

On March 14, the Fed acted again, restricting the 
expansion of consumer loans by requiring banks to 
set aside a non-interest-bearing reserve of 15 percent 
on consumer loans above the 3/14 level. Auto loans, 
along with home loans, were excluded. However, cars 
and trucks were included in an added provision lim- 
iting a bank’s loan program growth to 6 to 9 percent, 
which they already have reached, a move that has 
sharply reduced and in many cases halted banks’ auto 
financing—both retail and floor plan. 

The bottom line of the Fed’s policy is that dealers 
can’t get money to finance new cars from manufac- 
turers and distributors, and consumers can’t borrow 
money to buy cars from dealers. 
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It’s incredible, but true: national mone = 
discourages the purchase of new cars and trucks. 

In the name of fighting inflation, the governme 
has choked off a sure means of alleviating the oil ix 
port problem, of reducing air pollution and 
stimulating the economy. ’ 

The facts are that 1980 model cars get 5] pere 
better mileage than half the cars on the road toda» 
all median-age cars (1974 models) and older were 
placed with 1980 models, we would save more of 
than we import from Saudi Arabia—without ree 
ing our standard of living, our mobility or ¢ 
economy. 

We also would reduce pollution because jos 
models have cut emissions to less than 5 percent. The 
1980 car also is the safest, most efficient car in 
history. 

Every dealer wants to sell these cars and manufac 
turers are ready to run their factories night and day 
produce them. 

Consumers want these cars, too. But they can’t 
them because the government’s tight money police 
and high discount rate have killed auto finane; 

That means Americans will continue to drive 
cars that burn too much gasoline and emit too muc 
pollution, and it means we will continue to shell 
dollars to OPEC nations for their overpriced oj]. 

The answer to this ridiculous situation is to reverse 
the government’s monetary policy before it kills w 
all. Government policy should be changed to encowe 
age and stimulate new car and truck sales. 


ee 


‘ou might be surprised to know 
who just joined the worlds top 10 


tar makers. 
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ROAR. 
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twas Mazda. 


» ended a decade with a Remarkably, all three became | sary year, with continued rec- 
er of milestones. In 1979 we almost instant best-sellers. ord growth. It will also lead to 
ome the 10th largest car com- | And what helped make them _| yet another best-selling car. 
be in the world, producing possible? A truly exceptional Watch for this technologically 
eet a million vehicles. We company philosophy. One advanced new car this fall. 

seed the ten-million mark in | that all 27,000 of us at Mazda Because the more you look at 
~me production. With rec- are honestly dedicated to. Mazda products, the more you 

-eyenues of $31/2 billion We call it High Value aa like the company that stands 

» 110 markets worldwide. neering. Which means building | behind them. 

me bottomline. Anda top | cars that fill a specific niche in 
«+ of cars helped write it. the marketplace. With a Mazda maZDa 
wee all-new cars born in that offers the most car for your on 

- years. The thrifty GLC. The dollar. Without sacrificin 

ng, RX-7 sports car. And erformance, quality, style, or 
bur rernationally successful el efficiency. 
, 4-size 626. This philosophy will help us 


observe 1980, our 60th anniver- 


by Ron Rogers, with Larry Dietz 


Service Department Profi it- 


The Missing 
Link 


When service shop 
profit is negligible, 
the pr oblem 
usually is 
inefficiency. You 
can do something 
about it. 


| f your business has lately been 


like so many others (down), if 

you’re anxious about your cash 
flow not moving in the right direc- 
tion or to acceptable levels, look at 
your service department. You 
might be able to change its very 
basics with something old or 
something new and, fairly inex- 
pensively, halt your headlong dash 
into the cash-poor blues. 

What we’re talking about is 
marriage—marriage to a system 
and an idea you might admittedly 
now think is too much of a bother. 
But consider something closely. 

People need more in the way of 
car repairs these days than they 
ever have since World War II and 
the end of that decade. That will 
continue to be the case. People are 
holding on to what they have, 
especially if it’s a vehicle that gets 
any kind of mileage at all. 

They need help in making sure 
they can get to work the next day. 
They need somebody who is reli- 
able, and they need somebody 
whose prices reflect not only the 
quality but also the efficiency of 
his shop. 

Ask yourself: If the work isn’t 
just pouring into the shop, why 
not?? 

General Motors and others have 


conducted studies the last couple 
———_—_> 
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of years that just might answer 
that question. They’ve found that, 
very definitely, service customers 
do not want to give up their cars. 
When they do give them up, they 
want them back fast, and when 
they are promised. They don’t 
easily tolerate poor quality in the 
work, and they get somewhat 
steamed when the car gets deliv- 
ered with some of the work un- 
done. 

Those concerns apparently 
weigh on the minds of a number of 
car owners, and it is why so many 
former customers have been 
transformed into do-it- 
yourselfers, and why so many 
others have migrated to places like 
Sears and Penneys and Wards. It 
didn’t just “happen.” 

Unfortunately, people who have 
come away from new car 
dealerships dissatisfied, often 
think the dealer doesn’t care, or 
cares simply about how much he 
can get for how little. Usually, it’s 
an impression that isn’t true. 

Usually, if the customer has a 
reason to be dissatisfied, it’s be- 
cause something is wrong in the 
shop and the dealer either doesn’t 
know about it or doesn’t know 
what to do about it. 

Again, look at your shop. Are 
the R.O.s increasing? If they’re 
not, look a little more closely. 

It could be your shop is in the red 
while your service writers are re- 
fusing work. It could be they’re 
refusing work in the morning even 
though the service lanes get half 
empty an hour before the close of 
the day. It’s likely that when your 
shop is busy as hell, you have at 
least one mechanic standing 
around. 

It could be you need a dispatch 
system—a way to schedule and 
load your shop to its ultimate. 

Manual scheduling and loading 
systems, such as NADA’s Service 
Systems, do that job well, espe- 
cially in shops employing 20 or 
fewer mechanics. Using the rec- 
ommended flat rate system, Ser- 
vice Systems brings control to the 
shop, efficiency, and improved 
cash flow. It helps prevent the dis- 
patcher from under or overloading 
the shop, and it costs about $2,000. 

Over the years, that has proved 
to be a small investment consid- 
ering the rather enormous 
payback, but if you are a fairly 
large dealer, the investment you 


The service advisor, dealers are discovering, can be helped by computerized dispatch 
° P ™ ae 
systems to sell intelligently. Whenever he needs to know, the computer can te}} him wa 


work his shop can handle. 


should consider falls into the 
$25,000 range. 

That is the big price tag nearly 
100 dealers have decided to pay in 
the last year for a new comput- 
erized dispatch system developed 
by General Motors’ Service De- 
velopment Center. It’s called the 
S.O.S. or Service Order Scheduling 
System, and it’s being marketed 
by less than a handful of com- 
panies—among them, Balance 
Computer, headquartered in Hunt 
Valley, Md., and Scientific Mea- 
surement Systems, located in 
Cherry Hill, N_J. 

The farthest along in its mar- 
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keting program so far is Balance 
They began marketing thei: 
stand-alone system May } ont 
year ago, and already they have 
more than 80 dealers as clienes 
The key to the system ig » pro 
cess control computer manyree 
tured by General Automation » 
will not tie in to the data process 
ing systems a dealer might alread 
have in various departments jp bs 
store, but that hasn’t bothered 
dealers who have seen whay oh 
computer can do. The central} pro 
cessing unit (brain and memos 
the dispatch console, the Servict 


advisor console and the printer @.< | 
a 
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nd now is the time to seek the leader. 
When it comes to improving efficiency 
and maximizing sales and profits — 
from the showroom to parts and service opera- 
tions — only America’s No. 1 in-house compu- 
ter system will do. 
mx*SiqgnMe has established a record that 
speaks for itself: Across the nation, it’s the sys- 
tem now in use by dealers — large and small — 
considered as the strongest and most profitable 
in the industry. For them, a matter of sound 
judgment for very sound reasons. 
mxsicnt is the only single-source 
supplier in the field — solely responsible for 
application design, enhancements, _installa- 
tion, training and maintenance. We provide 
the best service response time in the industry, 
and a 10-year protection policy against obsoles- 
cence. In fact, we are the only company that 
manufactures its own computer and maintains a 
staff of engineers in every local office to support 
your investment. 
WM SIGME serves every department in the 
dealership in precisely the ways you need to 
build a stronger, tighter organization. Isn't it a 
good time to look to No. 1? 

Talk directly to our Sr. Vice President of Sales, 
Frank Culotta, by dialing toll-free 800-638-1100. 
He can arrange for a demonstration in your area. 


DISPLAY DATA CORPORATION 


Executive Plaza lV Hunt Valley, Maryland 21031 Sales and Service Branches Coast-to-Coast 


Helping to make a fast dispatch system even faster at Northern Virginia’s ]K] Chevrolet is a vacuum tube system that transmits the repe 
order from the service advisor's desk to the dispatcher and ultimately, to the cashier. by 


the words of one dealer, ‘have 
earned their space.” 

Those components make up the 
$25,000 basic Balance system, and 
to that cost, or the cost of a maxi- 
mum system (about $70,000), a 
dealer has to expect to add about 
$300 a month to cover software, 
maintenance, and any software 
enhancements the system’s mar- 
keter might make. 

That is a lot of money, and the 
computer company’s President, 
John Cibula, admits it is not for a 
dealer who has fewer than eight 
mechanics or 40 cars in his shop 
each day. But a dealer too large for 
a manual system should definitely 
consider it, and those dealers in 
the middle range (approximately 
8-25 mechanics) should look at 
both to see what is best suited to 
their needs and their pocketbook. 

The S.O.S. system perhaps 
could be described as a calculator, 
a timer, a memory expert and an 
analyst. It allows the service man- 
ager to break down all the jobs in 
the shop into 15 different 
categories, it tracks the time each 
job takes, and it keeps a record of 
it, creating a basis for its sub- 
sequent assignment decisions. 


One shop in California, for in- 
stance, has decided it can best 
break down its workload into lube, 
oil and filter; tuneup; trim and 
glass; front end; heavy repair; 
brakes; automatic transmission 
service; automatic transmission 
overhaul; radio; air conditioning; 
light repair; new car prep; body 
and paint; tires; and sublet. 

When each new R.O. comes in, 
the dispatcher keys in the tag 
number, the customer’s initials, 
the time promised, and the labor 
skills required to perform the ser- 
vice. The computer has in its 
memory the primary job skill of 
each mechanic and any number of 
secondary ones, and it also stores 
the last 200 jobs performed and the 
time they required. Drawing on 
that, it computes for the dis- 
patcher the amount of time a cer- 
tain type of job should require, the 
amount of time already sold in 
that category, how much is left, 
and exactly who is available to 
perform the tasks. If the service 
writer has doubts about whether 
the shop has the capacity to take a 
certain job, he can check the situa- 
tion simply by punching up the 
information on his own screen. 
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Likewise, since the system keeps. 
running account of a job’s stares 
keeping track of any difficytee 
that arise and any revisions o» 
updates entered by the dispatcie: 
the service writer can tell an w 
quiring customer instantaneous! 
when to expect completion of oh 
job. 

While it’s handling as many « 
800 entries at any One time oh 
system is continually updating » 
self. For instance, if the dispatche 
loads the shop for tuneups base! 
on the actual average time th» 
kind of work has required jp bs 
shop in the past, and the jobs mee 
out to be easy ones that requ 
less time than expected, the § OS 
can adjust. It can reach back to eb 
service advisors and show the» 
what’s been happening jpn eh 
shop, and permit them to sel} & 
newly available time. 

Of course, despite the Compe 
er’s accuracy and the shop's expe 
rience, an individual job can eh: 
longer than expected, too. Whe 
that’s in danger of happening the 
system alerts the dispatcher He 
in turn, can immediately check & 
the problem before it gets oy: © 
hand, find out if the face of the > 


————————— a 


af 


wee, the jobs completed and partially completed by his technicians. 


“€ GI§ cher, 


“= changed, and adjust the timing 
* secordance with the new prob- 
“The computer will also pte 
r if there are any idle 
nil in the shop. The dis- 
tetcher can then quickly find out 
«ty there is an idle condition, and 
“ke appropriate action. | 
The $.0.S. system makes its 
10. assignments via priorities 
‘sed on the promise times. The 
“ier the promise time the higher 
*% priority, and late orders and 
“stomer wait jobs are automat- 
lly put at the top of the list. — 
At times, the computer will 
®eessign a technician to his next 
*% before he finishes his current 
™, in order to speed the work 
‘“~ When more than one qual- 
| “ed mechanic is available, S.O.S. 
“egns the individual with either 
‘% most idle time, the least as- 
‘med time, or the least book 
“me, depending on the option 
svement has chosen. 
‘enatcher wants to re- 
aes tech for a specific 
eoment, he can make an entry 
“the console and override the au- 


‘eatic assignment feature. 
Sut Se the dispatch system less 


a —<, 


than a miracle? Yes, a little. De- 
pending on how a dealer chooses 
to break down his shop into the 15 
available categories, he could end 
up with two or three which, like 
“automatic transmission,”’ en- 
compass a wide variety of comple- 
tion times. 

In these instances, the assigned 
time spewed out by the computer 
based on the averages has little 
validity or application, since 
neither the jobs nor the job times 
in the group have any uniformity. 
However, the dispatcher can en- 
gage a manual override in these 
situations, and simply punch in 
the time he knows he can ex- 
pect a transmission overhaul, for 
instance, to take. The computer 
tracks the process from there. 

One good thing about schedul- 
ing and loading systems, whether 
they be manual or computerized, 
is they have the capability to take 
the blinders off management. 
Over the short and long term, the 
service manager can really see 
who is performing, what is work- 
ing or not working well, and why. 

The S.O.S. system provides the 
dealer with a series of reports that 
lets him see every day at a glance if 


anything has fallen through the 
cracks. The Daily Service Recap 
summarizes the number of orders 
written, completed and carried 
over; the average repair time; the 
number of wait orders, and the 
number of orders held. (If work 
must be suspended for any reason 
on a car, such as unavailability of 
parts, an entry is made by the dis- 
patcher which puts the job on 
hold. Hold time is not counted 
against the job time but is ac- 
counted for separately.} 

The Daily Service Recap shows 
each day the number of techni- 
cians who were on, and how effec- 
tively they were used, and it also 
shows the number of promise 
times missed. 

The Technician Report shows, 
by department, the average as- 
signed time per order, the total 
time sold, and the excess or defi- 
ciency of manpower in that cate- 
gory. It also shows, for each tech- 
nician, the hours worked, assigned 
and booked, and the orders coni- 
pleted. 

A third statement, the Repair 
Order Frequency Report, shows 
the orders written and completed 
each hour of the day, and it lists 

oe 
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Moments after telling the computer exactly what jobs need to be done and what has just been done, the dispatcher is * 
computer what man or men are free to do the work and when he can promise a finished job. 


the uncompleted orders more than 
five days old. The Completed 
Order listing shows all repair or- 
ders completed in a given day. 

Barry Frey, the general service 
manager at Boulevard Buick/ 
British cars in Long Beach, Calif., 
has had several months’ experi- 
ence with the S.O.S. system now, 
and he says he likes it. “I like 
knowing,” he said, ‘“‘where every 
car is, who is working on it, and 
when it will be ready.” 

R.O.s at the store have gone up 
from 68 to 82 a day since the sys- 
tem was installed and Frey points 
out that despite the increase, 
pressure in the shop is much less. 

He says that like many shops, 
Boulevard used to undergo ‘an 
informal ritual’ about 3:30 every 
afternoon. At that point, the deci- 
sion of “what needs to be done 
today,’”’ he says, would be made. 

Frey observed that the quality of 
work completed after the cut off 
usually didn’t match the work 
done without the time pressure. 
Boulevard has a strong inspection 
procedure which managed to cor- 
rect most of the problems before 
they went out the door, but Frey 
says the time used to remedy some 


of the short cuts taken to meet the 
deadline was profit down the 
drain. 

He says the S.O.S. keeps the 
work moving in a rhythmic flow, 
partly because it can identify the 
technicians by the various skills 
they may have. This allows the 
department, Frey says, to move 
people working in areas ex- 
periencing slow demand to areas 
where the demand is heavy. 

Ron Hornaday looks at his mis- 
sion like this: ‘‘Time,”’ he says, “‘is 
what we have to sell. If it’s not sold 
today,it will be lost forever.” 

Hornaday is the director of ser- 
vice and parts at Galpin Ford in 
Sepulveda, Calif. The facilities in- 
clude a restaurant along with all 
the usual, and the dealership really 
doesn’t do anything in a small 
way. The record shows it retails 
between 375 and 400 new units a 
month, and between 160 and 260 
used. 

Hornaday says Galpin is pro- 
cessing 204 R.O.s a day now as 
opposed to 165 before taking on 
S.O.S., and he says that translates 
to a 90-plus shop utilization per- 
centage. The old figure, he says, 
was 70 percent. 
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He says there are ae ai 
save money. The “7 ,$ 
that by putting the ® “ffi tbe 
special “stock” cateB’, m0" 
vice department cou te 
units through the 
ter. That made sé in 
easier, reducing th© flo 
the units were their 
thereby reducing ¢ afl 
time it takes G4 pi 
unit has been cut 
minutes to three- ‘i 

Hornaday says 4” 
the dispatch sy® gine ath 
employee relations: © 4g 4 
duction figures at 
hands are so complet 
used to convince 
their time is ne 


poem approac tne © ew 


pensation an ore | 
evaluation. oO y 
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sional who worke hrow usb “io? 
that position ¢ be viows 
ranks. He is in ° the inte gi 
as he controls * n8 oy 
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the world S.O.S.* one name dominates! 
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Vice Order Scheduling Compititérs by SSaP*¥"\“S.= 
: re 4 of endeavor, leadership and dominance are achieved by those who commit 
! am org: and user satisfaction. Such has been our commitment for many years. 
‘i ear Ufacturer of computer systems in use the world over, we jealously guard our 
' Vice ned reputation. We’ve made that same commitment for excellence in our 
ti Th der Scheduling Computer. 3 | 

Y Dt ‘Atue of §.0.S. is now a proven fact. Service departments using S.O.S. are 
The U8 the system generates increased revenues. 
long IWestion is no longer; “Can I afford $.0.S.2” The question today is: “Can 
Gy, Soon to have S.0.S.”” 
y tty i or later all dealers will have S.O.S. if they hope to be competitive. The 

hn Don. Will have S.0.S. by SaP¥"SS=. 
. by Ole , Wait ’till its too late. Get the story of S.0.S. by S=PP¥S-— today. It is 
7 ‘co, Pay more for an §.0.S. computer —but, why would you want to pay more 
Wig Cive iy: and not geta better computer? 
A ty "Ona S the opportunity to show you how S.O.S. by “#P¥"Ss will generate 
A "Nestig "evenues for your dealership, and why the “se computer is the 
X "ed leader in the field. 
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| am interested in learning more about your revolutionary S.O.S. Please send 


nformation to 


Dealership Name 


Address 


d I4 ’ N ) ) 
: 55555) 08003 


The service manager, if he has a terminal in his office 


in the shop and why. 


sign that hold the paperwork that 
faces him every working day. 

He says he’s impressed with the 
amount of pressure the computer 
is able to relieve. In his store, cus- 
tomer calls about the status of 
their cars are routed to the 
cashiers, who have CRT terminals 
of their own. As he puts it, “The 
machine does the worrying for 
me.” It allows him to put his effort 
where it’s most valuable, and it 
allows the customer to get careful, 
considerate attention. 

Enthusiastic endorsements 
were very much the rule among 
those dealers and managers we 
interviewed who are using the 
S.0.S. system. Said Bill Strange, 
the controller at Tom Coward 
Ford in Indianapolis, ‘Everything 
was a guess before as to what our 
problems were. Now, it’s not a 
guess. Now, it comes out in fact.” 
‘‘The computer,'’ he added, 
“doesn’t forget anything. People 
do.” 

Norm Burleton, the service 
manager at the store, admitted he 
didn’t think he needed such an ex- 
pensive piece of help when the 
idea was broached. ‘Now that I’ve 
got it, though, I’m sure! need it. At 


this point, I wouldn’t be without 
it.’’ According to his figures, his 
shop efficiency has jumped from 
65 percent to 96 percent in just a 
few months. Despite the fact the 
computer has to also worry about 
an independent body shop and a 
heavy-duty truck store next door, 
Burleton said he always knows 
every item’s location. 

A dealer reading these remarks, 
however, has to think about what 
such a system would mean to him. 
Does he really need it? Is his shop 
small enough or could he structure 
it so that a manual system could 
work as well or better or nearly as 
well? It wouldn’t hurt to talk to a 
computer consultant. 

A minimum of $25,000 is a 
commitment, and there is always 
the chance of obsolescence when 
you get involved with this kind of 
equipment. The S.O.S. is a stand- 
alone, as we said, and there is al- 
ways the chance its work someday 
could be incorporated into a tag- 
along to a conventional data pro- 
cessing system. But at this point, 
nothing appears to be on the hori- 
zon. 

Balance seems to have a good 
record for service and follow-up, 
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as Roger Spinks does at JK], can keep himself easily abreast of exactly what's 80ingor 


and that’s important. When the ? 
install their unit, they Stay with = 
for about 10 days, training the dis 
patcher, staying with him as he 
operates it on his own, makin 
sure the service advisor and eh: 
service manager and mechanics 
understand how to make jt hel» 
them in their jobs. : 

Thirty to 90 days later the 
come back to the dealership ane 
make sure the dealer and the dic 
patcher still have everything ves 
ning on track. 

Balance apparently has the peo 
ple and the facilities and the pe» 
work to offer one-day service on) } 
they would have to be shied ayes . 
from if they didn’t. Down time « 
panic time. The mean time be 
tween failures for this Genera) A» 
tomation machine, by the way « 
9,000 hours, or about one eyes 
380 days. 

Our basic advice is, look into 
corporating some kind of ord 
into your service departmen: 7 
borrow a phrase, in these times 
could be the difference betwee 
life and breath.” 

Next month we'll talk in dees 
about NADA’s Service Systems 
program. a. 
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# MOTORS 
INSURANCE 
CORPORATION 


MIC is the Driving Force in Automotive Insurance 


ance Corporation, the 
eople from General Motors, is 
e that can help GM 
dealers stay out in front in the 80's. Out 
font througn product variety, innovation, 
outstanding service andtraining 
eodership that spell profit opportunity 
ond more satisfied customers for your 
¢ rship. ; 
and fs subsidiaries provide 
eadership in marketing a 
somprenensive line of insurance . 
sroducts and services In most states: 
= a Physical damage coverages 

a Mechanical repair protection 

s Creditlife insurance 

s Special fleet and dealership plans. 
Pr riving Force to work for you is 
dala Eerove profits through: 
' s Greater commission income 

s increased service and parts sales 


Motors insur 
msuronce Pp 
the Driving Forc 


otential 
. Higher utilization of rental cars | 
a More satisfied customers Meaning 


more repeat business and greater 
potential for conquest sales from 
your competitors. 4 
The Driving Force is Leadership in 
Physical Damage eta ie 
gy paying top commissions, MC's "9 
ohysical damage insurance Is a soll 
Srofit generator. It also represents 
> éstanding yalue and convenience to 
oe stomers. There are preferred rate 
_ li hoice of deductibles and 


>I witha c 
a Seely of premium payment options. 


The Driving Force is Superior 
Mechanical Repair Protection. 

MIC’s mechanical protection plans for 
used cars — the Used Car Works — help 
generate top prices for your used cars, 
increase service and parts business 
potential, and help boost your F&l 
income. 

The Driving Force is Credit Life and 
Disability Insurance. 

In most states, MIC Life offers your 
finance customers car payment 
protection plans backed by the 
insurance people from General Motors — 
a reassuring fact for your buyers. Dealers 
selling MIC Life plans find that these 
coverages round out their product 
offerings while making a solid 
contribution to the bottom line. 

The Driving Force is Flexible Customer 
Payment Options. 

With MIC, your customers have a wide 
choice of payment options included 
with the car's financing or through one of 
MIC’s flexible time payment plans. 

The Driving Force is One of the 
World’s Largest Claims Organizations. 
GM dealers throughout the U.S. and 
Canada, one of the world's largest field 
organizations — over 13,000 strong — act 
as claims centers for every MIC policy 
you sell. They complement MIC's 115 
strategically located offices and over 
1900 employees guaranteeing that 


convenient access to the Driving Force is }.@ 


always nearby.This means a lot to you, 
and to your customers 


The Driving Force is Leadership in 
Training Programs. 
Specifically designed MIC training 
programs for F&l management are 
available to GM dealer personnel. 
Participants tell us these programs are 
highly effective in increasing F&I profits, 

The Driving Force is Merchandising and 
Advertising Support. 
MIC provides you with the kind of 
advertising and sales promotion support 
that builds customer interest. Major 
sports personalities, such as Tom Landry, 
Head Coach ofthe Dallas Cowboys are 
highly regarded spokesmen on behalf of 
the Driving Force. Ask your MIC 
representative how these programs can 
impact your dealership. 

The Driving Force is Innovation. 
MIC is responding to challenges of the 
automotive marketplace by taking a 
fresh look at all automobile insurance 
products. When change is made, look to 
the Driving Force for leadership 
Insurance is a profit center for your 
dealership. So get in touch with MIC, the 
insurance people from General Motors, 
and let them help you to develop its full 
potential. They'll put the Driving Force of 
their national organization behind you. 
Then see how much better the road 
ahead can look. 


Motors 
Insurance 


The Insurance People From General Motors 
New York,NY 10022 


Sixes and Eights 


I am not espe- 
cially mechani- 
cally inclined, 
but I under- 
stand the prin- 
ciples of the 
internal com- 
bustion engine 
and I know it 
takes a given 
amount of force 
to move a given mass a specific 
distance. 

Of late there has been consider- 
able comment, very little favor- 
able, about the V8 engine. Some of 
the factories have stopped produc- 
tion of V8s and others probably 
will do so. Even those V8s which 
are still being produced are now 
outnumbered by sixes and fours. 

The various used car guides 
have begun to penalize the V8, 
some more aggressively so than 
others. In fact, one of the guides 
should have shown more interest 
in the production figures. Con- 
sider the 1978 full-size 
Chevrolet—with a year-end total 
of roughly 3 percent sixes and 97 
percent V8s, one must be curious 
as to the logic behind penalizing 
the V8. This is especially true 
when it is most likely that those 
sixes went into the low-end series 
cars favored by some fleets. We 
admit to some curiosity, and 
checked another guide to see if 
they had penalized models ‘when 
there was no six available... . 
they had not done that! 

One is disinclined to use a broad 
brush when dealing with a subject 
like this. In the case of the NADA 
used car guide, it would seem ap- 
propriate to await signals from the 
marketplace. Quite possibly, V8s 
are at a disadvantage, someone has 


done an effective selling jobin that 
regard, but are all V8s to carry the 
same burden? 

Let us pass the larger engines 
and we will be arbitrary and say a 
350 CID and up is large. We will 
continue to be arbitrary and regard 
asmall V8 asa 318 CID and down. 

There are some models which 
function reasonably well with a 
six or a V8 and, on these cars, the 
installation of sixes over V8s has 
grown with each of the past few 
years. GM has a 250 CID six in 
Chevrolet models (and possibly 
other GM products as well) and 
this we will match against the 305 
CID V8. If we look at a 1978 Cam- 
aro, we note the following EPA 
mileage figures: with a standard 
transmission, the 250 CID six has 
an EPA rating of 21 mpg opposed 
to the 17 mpg of the 305 V8. But 
unless our source is wrong, the 
EPAs change a bit if you add an 
automatic transmission: the EPA 
on the 250 CID becomes 19 mpg 
and the EPA on the 305 CID shifts 
to 19 mpg also! If these numbers 
are approximately correct, why 
should the V8 be penalized? 
hile we are on Chev- 
rolet, we could take a 
quick glance at the V6 
mileage figures vs the 
305 CID as they apply to the Ma- 
libu. Using a standard transmis- 
sion, the V6 gives 24 mpg com- 
pared to 18 mpg for the 305 V8. 
But, the results again take an in- 
teresting turn with the automatic 
as the V6 achieves 21 mpg and the 
305 V8 reaches 20 mpg. Again, we 
are speaking of a 1978 model. . . 
is the difference really significant? 

Just to prove we are not biased, 
we will look at Ford and Chrysler 
as well. In the Chrysler line, let us 


take the LeBaron and compare the 
six-cylinder 225 CID and the ys 
318 CID in the 1978 models. Epa 
rates the 225 CID six with sto». 
dard transmission at 20 mpe 
while the comparable 318 Vg gets 
18 mpg. If you put automern- 
transmission on the cars, the EPA 
goes to 19 mpg on the 225 CID six 
and 18 mpg on the 318 V8. Ts the: 
significant? 

And now the 1978 Ford. The 
models reviewed were the Fajr 
mont and the Granada. We yw!) 
skip the 140 CID four available i» 
the Fairmont and look at the 299 
CID six and the 302 CID V8. If sh. 
EPA numbers are at all mean; 
ful, it would seem the six does 
enjoy an advantage on the Pair 
mont. EPA rated the six wich 
standard transmission at 24 mp 
and the V8 at 19 mpg. If you com. 
pare the automatic transmission 
the six drops to 22 mpg and the ys 
goes to 17 mpg. I would say § mp 
is worthy of attention. 5 

The Granada in 1978 hag the 
250 CID six available as well as ¢he 
302 CID V8. The EPA figure for the 
six with standard transmissjos 
was 24 mpg compared to 19 
for the V8. Adding autometn 
transmission worked in fayor o 
the 302 V8 as the 250 CIp ix 
dropped to 21 mpg and the 399 ys 
remained at 19 mpg. 

So much for numbers and yes, | 
know about the controversjaj Epa 
figures, but it is the only game » 
town. I have driven cars with he 
six in the 225 to 250 CID cat 
and I have driven V8 cars jp the 
302-318 CID category. . . [meses 
I have driven them a lot. I haye poe 
had a straight stick since 197) ~ 
my experience is with automer: 
transmission. My persona] opie 


The Used Car column is prepared exclusively for automotive executive by James H. “Harry’’ Lawrence, editor of the NADA Official 
Used Car Guide. All comments or questions pertaining to these columns should be mailed to: “Used Cars,” automotive executive 


magazine, 8400 Westpark Dr., McLean, VA 22102. 
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is that the small V8 outper- 
d the comparable six in 
“very way. The engine is smoother 
«ed more responsive. It doesn’t 
‘de on hills and when you put 
ur foot down something hap- 
sas. Now, the kicker... my 
srsonal experience is that the 
small V8 provided true mileage 
“qual to or better than the compa- 
“ble six. Before I hear eae, ne 

qualify my type Of driving. 

ange 32 Enifes each way on 
srmally free-flowing roads which 
seemit a fairly constant speed of 55 
sph. I rarely drive in congested 
“ban areas and the extent of my 
dling is when I am trapped on the 


y thought is this. . . 
are we really trying to 
sell these cars with 
small V8s zs ne 
of us jumped on the band- 
mo of Snail is great and big is 
vad? I have seen some weird 
switches made on cars in the past 
«veral months, and I mean by 
seople who are intelligent enough 
o know better. ; 
fam not a psychologist, but it 
«ould seem to me a bit more of a 
sitive attitude would go a long 
way. Some of these cars which we 
“y we cannot sell are such good 
faa, . | have seen some 
ssces which are beyond com- 
sehension. Does anyone sell 
comfort, safety and convenience 
*symore, or have we all been 
“erned on to the mpg battle? When 
; convenience, I mean those 
pti which many Americans 
‘wor and which are not available 
so many small cars. I guess 1am 
setting old, but I can't say I find a 
omyenience-oriented car all that 
e. 
, ete I drove home a 1973 
Caprice wagon with a 400 CID 
_. | bought it to pull my boat 
it is a clean Car and I paid 
50.00 for it. A friend followed 
“ec home in order to bring me back 
“othe office where my commuting 
“x was. He drives a very small 
~odel. It was the first time I had 
en in a car of that make and he 
‘elighted in showing me his 
‘oney saver. As he went on about 
wality, I pointed to certain things 
which were not quite up to snuff 
__ he passed them by. I asked 
om if the air conditioning dragged 
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much on the engine. He doesn’t 
have air, but he pointed to two 
ventsin the dash. . .even though 
he is my age he acted as if fresh air 
vents were new! I asked him if the 
car would pull his small boat. . . 
he replied that it wouldn’t pull 
anything according to the manual. 
As we drove along the Interstate, 
we were eye level with the hub 
caps of big trucks and my friend 
was uncomfortable. He confessed, 
“I am not sure I would want to 


ee 
drive this road every day in this 

car.” And, until they all get little, 
neither do I. 

For his purpose, the car is great 
and it does give outstanding mpg, 
but for me, no way. I say that now 
but who knows what tomorrow 
will bring? What I am suggesting is 
that each of us has a different need, 
so determine the need and sell it. I 
don’t think those little V8s are a 
deterrent to sales. . . Ijust think 
they need a little enthusiasm. AE 


Accurately Reporting 
the 
Used Car Market 


NADA 


OFFICIAL 


USED CAR GUIDE 


In these days of higher priced 
used cars and market uncertainty, 
the NADA Guide performs the 


important service of bringing 


you timely, concise and accurate 
market value data, derived from 


transactions of dealers and 
auctions in your general 
trading area. 


In addition, the Guide provides 


all essential information 
for vehicle identification. 


A New Edition Every 30 Days, 
Regional, for Your Market 


America’s Number One Used Car Guide 
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Speak Their Language 


n order to sell yourself, 
people must understand 
you and the language you 
speak. Perhaps it’s time you 
learned another language. This is 
not about learning to speak French 
or Spanish or Italian or German, 
although it’s all to the good if 
you're a linguist. 

This is about becoming bi- 
lingual in another language. 

A funny thing about speaking 
Their language—it’s the same as 
your own. It doesn’t matter if your 
mother tongue is English or 
Swahili. 

Their language is the same as 
your language—with one slight 
but important difference. 

The point of view. 

Their language uses the per- 
sonal pronouns you, yours and 
yourself most of the time. It sel- 
dom employs I or me or my or my- 
self. The secret is to try to com- 
municate with the other person on 
his or her terms. When you do, 
you’re on your way to greater per- 
sonal, social and business re- 
lationships than you ever 
dreamed. 


shoe salesman in St. 
Louis told me recently 
that when he talks to 
others—and not only his 
customers—he talks in terms of 
their interests and needs, never his 
own. To another person’s ears, the 
word you is an attention-getting 
word. As he puts it, a shoe cus- 
tomer’s interest centers on style, 
fit, comfort and price. If the first 
three are sold on the customer’s 
terms, the last factor—price— 
usually ceases to be an obstacle. 
‘That pair in the tan cordovan cer- 
tainly looks good on you, sir,”’ will 
sell more shoes in the long run 
than ‘‘there’s a special on these 
today, 10 percent off.’’ 

When you speak their language, 
doors begin to open. 
Everywhere—whether it’s on your 
job, within your family or with 
next-door neighbors. You and 
yours have started more people on 
their way to the top, to greater 
success in personal and business 
dealings. 

They are “move forward” words 
while J and me are “hold back’ 
words. They’re marked-down, 10 
percent words. 

A furniture salesman asked me 
last week, “Joe, how did you get to 
be the world’s No. 1 salesman?” 
The moment he did that, he 
aroused my interest. He was using 
the magic word from the start. 
Notice, he didn’t say ‘tell me how 
you got to be the...” 


Joe Girard 


he moment you say you te 
people, their interest jx 
quickened. They become 
alert, responsive. It’s the nicese 
sound next to their own name. Jes 
use Causes a strange and wonderfal 
thing to happen. They suddenly 
become interested in you ana 
what you have to say. 

So, get started speaking another 
language now. Don’t feel for » 
moment that speaking their Jap. 
guage is a one-way street, with al! 
the effort on your part. Not trae 
The people you speak to will tend 
to respond in the same manner. 

Soon, you'll see another won 
derful word work its way inte your 
speech—wonderful because jy 
works wonders in communieas 
ing. As every professional sales 
person knows, as every hushapd 
and wife appreciates, as every boy 
and girl in love soon learns—the 
word is we. 

We—the most beautiful word jp 
the world! 


These columns are prepared by Joe Girard, named the world’s greatest salesman 12 times by the Guinness Book of World Records, and syndicateg 
through Allied Press International. All questions and comments concerning information included in these columns should be directed to API, 


P.O. Box 2291, Washington, DC 20013. 
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An old flame 


n break your 
y heart 


Only you can prevent forest fires. 


at A Public Service of This Magazine & The Advertising Counci 


IF YOU CAN AFFORD 
TO PASS UP A SALE— 
DON’T READ ANY FURTHER 


“AN EXPERIENCE WITH 
JOE GIRARD” 


Six (6) cassette tapes which capture the 
World's Greatest Salesman at his very 
best. 

Joe candidly relays the techniques that 
made him successful and how these same 
ideas & motives can help you sell better. 


If you are serious about the selling profes- 
sion, this dynamic presentation is a must 
for you. 

You can gain experience from the World's 
Greatest Salesman for only $75.00, which 
includes postage and handling. 

Send check or money order to: 


GIRARD PRODUCTIONS 
BOX 358 
EAST DETROIT, MICH. 48021 


Be a Winner 


at the lowest risk with 
hole-in-one 
Insurance 


Promote your tournament by 
JIVING Away a new car, tric 
ora‘ce Pd 

of publ 

with no c 
INSUTONCe Dremium 


Sports Achievements 
Association offers hole-in-one 
Insurance, handles the pay 
romptly, and makes yor 
SOK Great 


Sports Achievements 
Association 
2 QR fF A mort 
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AUCTION 


Our Industry’s ‘Stock Exchange’ 


entral Florida has been one of 
the fastest growing regions in 
the United States over the past de- 
cade, and recent population surveys 
indicate this growth will continue 
for the foreseeable future. To keep 
up, says Warren Young, president of Manheim Ser- 
vice Corp., which owns Florida Auto Auction of Or- 
lando, his company has purchased 48 acres of prime 
land seven miles west of the auction’s present loca- 
tion. 

The property is located at the foot of Sunshine 
Parkway and I-75 on State Road 50, Ocoeels, Florida. 
“Ike” Henderson, general manager of Orlando, got 
construction going in January of this year and is now 
looking forward to a double celebration in July: The 
Grand Opening and Orlando’s 7th anniversary sale. 
‘Ike’ says he has taken the best features of various 
auctions throughout the country and combined them 
into what he feels ‘will be one of the most functional 
and beautiful auction facilities in the country.” 

The auction building will have over 25,000 square 
feet, and will include 5 auction lanes, offices, a dealer 
lounge, ladies lounge, 80-seat restaurant, and patio 
service. Initially, the paved parking area will accom- 
modate 1,200 cars with room for future expansion. 
An IBM system 34 computer will be used to expedite 
dealer paper processing and internal accounting. 


George Basel 


x** 


Ss: Lafata of APTCO Auto Auction, Taylor, 
Mich., has announced that Mike Worster has 
moved to West Palm Beach to assist general manager 
George Roberts of The APTCO West Palm Beach 
Auto Auction. 
x*e 
Brashers’ Sacramento Auto Auction has set May 
17, 1980 as the date for their antique and classic auto 
auction sale. They are expecting 400 units. For more 
information, call Larry Brasher at 916-371-4300. Ad- 
dress is 4300 W. Capital Ave., P.O. Box 405, West Sac- 
ramento, Calif. 95691. 
x«e 
The Eastern Auto Auction Association is holding 
its spring meeting in Montreal, Canada on May 9 and 
10 at the Four Seasons Hotel. 
xx«rk 


Scotch Sales Auction at 178 South Ave., Rochester, 


N.Y. 14604 has been sold to David Probst. The aye. 
tion will operate under the name Continenta) Auto 
Auction. It will hold sales twice a month on alternate 
Mondays at 1:00 p.m. The new telephone number ix 
716-288-6528. 

x** 

Lou Berti, proprietor of Thruway Auto Auction 
Buffalo, N.Y. has sold his business to Milt Robinsex 
and Edward (Friendly) Sawyer. Both will be active i» 
the auction’s day-to-day management, and Milt say< 
they have plans to update the facilities to attrac: 
more dealer participation. The auction will go unde: 
the name of The New Thruway Auto Auction. Sale 
date will remain Tuesday, 1:00 p.m. Telephone 
716-892-2111. 

x** 

The Fredericksburg Auto Auction has a number of 
special inducement programs to keep the crowds 
coming. Robert Edwards, general manager of Pred. 
ericksburg, announced a drawing in the month od 


May fora Memorial Day “‘Indy-500” trip for the nek» 


winner. The trip will include $250°to spend, rowed 
trip plane fare for two, and front-seat reservations for 
all Indy activities. In March, Robert passed out 9 free 
trip for two to Toronto, Canada. 


x** 


ae r. Charlie French, Merchandising Manager 
Used Cars, Volkswagen of America, held s 
seminar recently on “Dealing in Used Cars” o.) 
“How to Merchandise Used Cars for a Profit.” pox 
ticipants were from World-Wide Volkswagen, Ine 
and the Boston Region. Larry Tribble and Bob Augus: 
of Southern Auto Sales, Warehouse Pt., Conn. were 
kind enough to offer their time and auction facjlisies 
for the meeting, held in the last week of March. Fores 
people attended and were schooled on the advantages 
of a strong and viable used car operation. Subjects 
covered were: how to use the auto auctions for profit 
sources of acquiring used vehicles; money m 
ment and the effect of turnover on money costs. i» 
ventory control and dealership used car analysic 

Participants toured the auction facilities the gu 
before the sale day for orientation on how an ayetion 
functions and what facilities are available. 

x«* 


GOOD ATTITUDES MAKE THE DIFFEREN¢s 
VISIT YOUR AUCTION AND SEE 
THE DIFFERENCE 


ee a ae ct ean Te ce A cere 


Auction Block is prepared exclusively for automotive executive by George Basel of the NADA Official Used Car Guide. All comments or questions 
pertaining to these columns should be mailed to: George Basel, automotive executive magazine, 8400 Westpark Dr., McLean, VA 22102. 
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AUCTION CLASSIFIEDS 


Arizona 


SOUTHWEST AUTO AUCTION, 
Lease and fleet accounts welcome. 
Member NAAA AND NAFA. 3420 
South 48th Street, Phoenix. Tel. 
602) 894-2211. 


Connecticut 


SOUTHERN 


AUTO AUCTION 


et 5. WAREHOUSE PT., CT. 
There’s an Auction Every 
Wednesday at Southern 
Larry Tribble & Bob August 

203-623-2617 


Florida 


APTCORn.2"" 
AUTO AUCTION 


6530 Okeechobee Bivd. 
West Palm Beach, Fla. 33411 


SALE EVERY FRIDAY 
12 NOON 


All Licensed car dealers welcomed 
For information or numbers call 


Area 305 686-4000 


eee 
Michigan 


APTCO AUTO AUCTION 
20911 Gladwin, Taylor, Mich. 48180 
Licensed car Dealers 


SALE EVERY TUESDAY 
11:00 A.M. Sharp 
Full Service-4 LANES 

aMC @ FORD CHRYSLER 
Factory Front Line Units. Lease and 
Rental Units. For Information, Hotel 
“servations, numbers 

CALL AREA 313 285-7300 


New York 


—————————<$—$——— LL 
NoRTHWAY EXCHANGE INC., 
Chiron Park, N.Y. Tel. (518) 371- 
7500. Sale Thursday 11:30 am. All 
facilities including Test Track. 


Four Lane Action. 


Texas 


IMARILLO AUTO AUCTION. 
lease & fleet specialists for 33 
years. Write OF call Dale or Friday, 

Ave., Amarillo, TX 


7208 E. 10th 
79104. Tel. (806) 372-2206. 


Classic Series 


With Larger Car Inventories, 
We Can Help You Now 
More Than Ever! 


Moving your larger car inventories 
may mean mor 
dark Selling. And with more cars than vena your lot hed 
sure your display lighting is doing all the selling it can do 
| LS! Metal Halide lighting was designed to give you the 
Sales edge you need night and day. By night, our energy 
saving Metal Halide systems will provide outstanding 
dnt i for bide merchandising. By day, our 
somely sculptured LSI lines make a 
about your dealership. i aoe 
In times like these you can use all th 
e help you 
pti oy ings customers see you in the whe light, OF 
sible? Look into LSI. ..you may lear 
evenings again. : ib ssi 


For more information, write or call for a full 
color brochure describing our energy 
saving systems. 


P.O. Box 42419 * 4201 Malsbary Rd. © Cincinnati, Ohio 45242 « (513) 793-3200 
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rom Tokyo to Moscow, the 
= young wear blue jeans. And 
for Levi, once tailor pre- 
eminent to U.S. farmers and cow- 
boys, the world has become a mar- 
keting oyster. 
And so it is with the automo- 
bile; a world product is emerging. 
Small is good ... many miles on 


by M. McDowell 


SMALL TS 


very few gallons ... easy on the 
now-precious fuel. What the car 
does now is what’s important: gets 
you there cheaply and dependably; 
renders good service—a kind of 
blue jean car. 

The American love affair with 
the automobile has matured into a 
working marriage. In a recent con- 
sumer survey, 38 percent of those 
responding said they want smaller 
cars than they now have; 50 per- 
cent said they’d stick with the 
same size vehicle they are now 
driving, and only 5 percent said 
they were looking for a car larger 
than the one they presently own. 

Western Europe and Japan have 
always thought small regarding 
the automobile. Old cities with 
old street patterns made luxury- 
sized cars impractical. Even a 
Mercedes was never quite as long 
as a Cadillac. Gasoline has always 
been relatively expensive abroad, 
giving foreign auto makers a 
second-nature awareness that en- 
gines should be fuel efficient. To- 
day’s imports were forged by 
foreign ecology and economy, and 
one might call the circumstances 
fortuitous. 

When the OPEC countries 
began to hike oil prices, ‘‘fuel- 
efficient,” we all know too well, 
became the magic marketing 
words in, of all places, HERE—the 
United States of America. Foreign 
producers were ready with tidy, 
trim machines, and virtually the 
only thing anyone in America was 
prepared to do was buy them. That 
we did, until last year, (1979) im- 
ports captured almost 22 percent 
of the total U.S. auto market. In 
the fourth quarter of 
1979, Japanese car and 
truck production ac- 
tually topped U.S. pro- 
duction by 10.8 percent. 

Why did American 
consumers fill the 
showrooms filled with 
import cars? Because 
the cars they needed 
were in those stores. 
They needed a new kind 
of car to fit a new set of 

expensive fuel 
circumstances. It 
was not that they 
loved Detroit 
less; they were 
doing what they felt 

they had to do. 
(See SMALL IS BIG pg. 30) 
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HILL 


NADA Appeals to 
Congress For Relief From 
High Interest Rates and 
Seeks To Override State 
Usury Laws 


EPA Proposes High 
Altitude Regulations 


Stricter fuel economy 
standards proposed 


This is one of a series of monthly columns dealing with legislative issues of concern to franchised new car and truck dealers. Itis intended to provide » 
brief summary of those actions either already taken by the Congress or currently pending which will impact on your business. 
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The number one issue currently facing franchised dealers is the extremely high costof 
money. This problem is particularly acute in those states where the usury rates are 
well below the prime interest rate. In these states, consumer loans have essen» 
dried up, placing dealers in a position of paying high floor plan rates at a time 
they’re unable to retail their vehicles. 

Recognizing this problem, NADA is working diligently to persuade the Co 
pass a temporary override of state usury laws (probably 12 to 18 months). Ass of th: 
writing, negotiations between NADA and House leaders as to the best way to ac. 
complish this goal are underway. 

On another front, NADA testified on April 3 before the Senate Small Bus} 
Committee regarding the truly desperate plight facing dealers today. NADA em. 
phasized that high floor-planning costs, plus low sales, have already resulted jp 
bankruptcy of many dealerships. As NADA President George Irvin stated in his tes 
timony before the Senate, ‘““We are not overstating the magnitude of the crisis. We 
have a disastrous situation on our hands.”’ NADA stated that financial relief js essen- 
tial, and recommended some form of low-interest loans or subsidies be provided 
dealers in an effort to help them through the present financial crisis. 

Due to the critical situation facing dealers at the present time, NADA will keep you 
abreast of any changes which may help alleviate the crisis. = 


The Environmental Protection Agency has recently issued three notices of 
Rulemaking (NPRM) dealing with high altitude emissions standards for 
cars and light-duty trucks. Of particular importance to dealers are the proposed stan- 
dards for model years 1982, 1983, 1984 and beyond. Under EPA’s pro 
passenger cars and light-duty trucks, regardless of the altitude at which they are 
would have to meet both low and high altitude emissions standards through self. 
adjusting emissions systems, or be capable of being modified to do so. 

While NADA continues to support the concept of a “‘national car” by mode} 
1984, thatis, one which is capable of self-adjusting to meet emissions standards at 
altitudes, EPA’s 1982 and 1983 standards may be premature in their application 
could result in decreased model availability for all dealers, regardless of alti 
NADA is presently drafting comments to submit to EPA on the proposed regulations 


Senators Henry M. Jackson (D-Wash) and Warren G. Magnuson (D-Wash) j + 
introduced amendments to S. 2015, the Transportation Energy Efficiency 
calling for increases in the corporate average fuel economy standards for 
years 1986-1995. Current standards require a corporate fleet average of 27.5 
mpg by model year 1985. : 

Under the Jackson bill, the standard for 1995 would be set at 40 mpg with 
Secretary of Transportation having the authority to lower it to 35 mpg, if neces- 
sary. The Secretary would also have the authority to set the interim standards for 
model years 1986-1994. ‘ 

The Amendments would also require EPA to examine the test procedures 
rently used for measuring fuel economy and modify these tests to reduce the dix. 
parity between the advertised fuel economy of a vehicle and its actual on-¢ 
performance. 
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IRVIN 
ON 
INTEREST 


ne day after America’s annual income tax 
f Piting deadline, NADA President George 

Irvin spoke before the National Installment 
Credit Conference of the American Bankers 
Association about another deadline—the credit 
deadline facing the nation’s auto dealers. He told 
the bankers the unavailability of credit and the 
high interest rates. all but prohibiting retail auto 
trade are contrary to the national interest. He told 
them the situation is grave, and he emphasized 

hastobedonenow. ia 

5 one A strong points in arguing his position, 
and what follows is a complete text of that 
argument. 


E is a pleasure to address the installment loan 


bankers of America. You always have been 
= of the franchised car and truck 


wish re were a minister present because I 
Pri it Sy me for dealers and bankers to renew 
sur yows and bonds. If we don’t get closer to- 
sether, we may need that minister to bury us. 

In my 30 years asa franchised car dealer, I have 
sever seen the industry so strained. I have never 
sen the financial situation so uncertain and 
tense. As you know, the changes and the factors 
that are causing the problems are complicated 
and far reaching. a 

For several years, we have seen some subtle 

ees. From 1975 to 1979, banks dropped from 

44 to 32 percent of the share of financing retailed 

automobiles. Finance companies increased their 

part of the market from 20 to 22 percent. Without 

extensive comment, I wanted to call those figures 
n. 

ee T want to emphasize that retail au- 


1, £ ing i d business for your 
tomobile financing is g00¢ ne 
banks. It increases traffic; itis a solid investment, 


and it serves your customers and the community. 

Additionally, I believe the 28,000 new car and 
truck dealers of America are the best friends 
bankers can have—in business, in politics and in 
community service. 

Dealers are concerned about your business, 
about your problems, and we share most of your 
views. 

We have studied the Federal Reserve Board’s 
anti-inflation program announced March 14. 
Naturally, our industry is pleased that automo- 
bile credit led the list of loans that were excluded 
from the consumer credit restraint provisions of 
that order. 

The Fed said restraints should be on unsecured 
lending—such as credit cards and revolving 
credit—and that ‘‘credit for automobiles, home 
mortgage, and home improvement loans should 
be treated normally in the light of general market 
conditions.’”’ We applaud that decision. 

What concerns us is that retail automobile 
financing—and the financing of dealers’ floor 
plans—are not exempt from the six to nine per- 
cent growth range limitation. 

In a recent meeting at Houston, the Executive 
Committee of the National Automobile Dealers 
Association approved a special effort to exempt 
automotive loans from that growth limit. 

I ask you installment loan bankers—and your 
association—to join us in clarifying this point be- 
cause it is important to you—and to dealers, to 
the motoring public and to the economy. 

We understand the problem. We know that 
while the Fed’s program is voluntary, it also is 
tough. Let me read part of the order: 

‘Increases in loans by banks resulting in lower 
capital or liquidity ratios, particularly when the 
bank ratios are below peer groups, will be espe- 
cially closely reviewed to assure their POsition is 

> 


not weakened. In that connection, other regu- 
latory authorities will be consulted as appropri- 
wree 

Under that kind of directive, you installment 
loan bankers need lots of friends. 

And I know you want to help dealers. I know 
you want to make retail automotive and floor 
plan loans. But you’re in a bind. The Fed doesn’t 
specifically restrict you from dealer loans. It says 
you should continue these loans in your ‘‘nor- 
mal” manner. 

BUT—and here is where the bind comes—the 
Fed says your total loan growth cannot exceed 9 
percent. And if you go on making dealer loans 
along with other business loans, you'll very likely 
exceed the limit. 

I doubt that you want to take that risk. Because 
if you do, the hammer may fall. The Fed bluntly 
says you'll be audited and that the Federal cops 
will be called on. You don’t want that to happen. 
So you'll be conservative bankers and as a result, 
dealers won’t get the floor plan help they need. 

I recognize the facts of your situation—and I 
sympathize. 

I submit, however, that the dealer financial 
situation is so grave, so serious, that the situation 
the Fed has created cannot be allowed to con- 
tinue. Dealers need your help. And we want to 
help you. 

A year ago—at this time—it appeared 1979 
would be a new record year for truck and car sales. 
Then came the events in Iran and uncertainties 
about fuel supplies—then higher gasoline prices. 
This caused a switch in consumer demand toward 
smaller, more fuel-efficient cars. The mar- 
ketplace changed dramatically. 

American manufacturers are moving aggres- 
sively to supply these cars and, with time, Detroit 
will meet the challenge of this new demand. 

As you know, imports have increased in popu- 
larity. Our position—during this time of 


transition—is there should be no government re- 
striction on imports. We believe in free trade and 
in free, competitive enterprise. We also believe 
consumers should be able to buy any car they 
want. Furthermore, we believe Detroit can Meet 
the challenge. 

What the automotive industry needs—both our 
factories and our dealers—is less interference ___ 
more freedom from government regulations ___ 
and capital at a reasonable cost. . 

Capital certainly is a major factor in our indus- 
try today. 

The October 6 decision by the Fed—to fight in- 
flation by inflating the discount rate—probably is 
a greater problem than scarce fuel supplies ang 
higher gasoline prices. It is incredible the Ped 
would set the discount rate higher than state 
usuary laws would allow banks to lend oye 
money. 

We are very skeptical about this policy. 

We were told that tight money would purify the 
system. Instead, it has fed poison into the 
economy. Speculators seem to get financing 
while producers—small businessmen like ayto- 
mobile dealers—are being denied capital. 

After seven months—and they have been t 
for car and truck dealers—we strongly question 
the effectiveness of high interest rates as a force 
against inflation. 

It was encouraging to read in the March } 4th 
statement that banks were—to quote the Fed— 
encouraged ‘‘to maintain availability of funds eo 
small business. . .” 

From coast to coast, new car and truck dealers 
are in the toughest bind I have seen in my 30 years 
in the business. Of 28,000 dealers, 600 failed jast 
year. In the first quarter of this year, we already 
have seen 200 failures. 

This has happened in your communities. And } 


submit, if relief is not found quickly—more 
dealers will be failing each day. 


vo 

Those big models—that were on the dealers’ 
lots when the energy crunch hit—are costing us 
ee percent interest, upwards from $150 per 
per car. When i ba a sale, retail 
financing is increasingly difficult. 

The automotive industry is unusual in that 
dealers maintain—and individually finance—the 
inventories of new cars and trucks. With nearly 
two million vehicles on dealers’ lots, the monthly 

~ plan cost now exceeds $200 million. That is 

$200 million that small businessmen must fur- 

nish or borrow each month to keep our major in- 

ry alive and functioning. | 

Like other small businessmen, we are paying a 

or two above prime—21 or 22 percent to 

ance that inventory. And, as you know, that 
cost has more than doubled during the past year. 

That increased expense, in my view, is the 

most important factor in the dealership 
bilures that we now are seeing. 

Automobile dealers are—nonetheless—aware 
of the need to control inflation. NADA was an 
early supporter of voluntary wage and price re- 
straints. We recognize that they were not very 
Sective—and that stronger medicine was impor- 
unt. However, we believe the recent actions to 
seduce federal spending—and to balance the 
budget—coupled with voluntary restraint, can fi- 

start smears secre 
elieve that solving our energy supply 
a: vital to both the fight against 
inflati by reducing purchases of foreign oil— 


| 4nd to our national security. 


een A 


tion needs to start exploiting the vast oil 
shale serves of Colorado and Utah. We should 


coal production—lift some restrictions if 
ee we should build more nuclear 


“Ss 


need to free ourselves from the bondage— 
.e economic baggage—of oil imports. 
‘the quickest way to move toward energy 


independence is to replace all median-age cars— 
those are the 1974 or older models—with 1980 
automobiles and trucks. 

The 1980 car gets 51 percent better gasoline 
mileage than the 1974 and older cars. I mean that 
half the cars on the road get 13.9 miles per 
gallon—while the 1980s average 21 miles per 
gallon. 

If we replaced only one of four of the median- 
age cars with 1980 models—we would save more 
oil annually than we imported from Iran in our 
peak year. 

If we got rid of all the 1974 and older cars—we 
could drive the same miles in 1980 models and 
save oil equal to our total imports from Saudi 
Arabia. 

I submit to you: that when national policy— 
high interest rates—prevents the sale of 1980 cars 
... we have a policy that is against our national 
interest. We need to save the energy that is inher- 
ent with sales of new models. 

The bankers, car and truck dealers, and the 150 
million drivers in America have acommon cause. 
It is a cause that demands our full understanding, 
our joint dedication, and our immediate action. 

That cause includes lower interest rates; a fight 
against inflation that does not cripple the 
economy, and new freedom in the marketplace 
through fewer government controls. 

I can assure you that new car and truck dealers 
understand your problems and we support your 
concerns. We ask bankers—and we urge our pol- 
icy makers—to move to the defense and aid of 
dealers during this time of great need. 

Together, we can meet the challenges of a com- 
plicated economy. But our unity is important. 
You have the understanding of the nation’s au- 
tomobile dealers, and we urge your support of our 
needs. 

Thank you. 
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. The Freedom Convoy. 
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cranking power, especially in cold- 
weather operation. 
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Remy. The leader under thehood. Delco Remy 
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That is the story right now, but 
it is not necessarily the story of the 
very near future. Domestic show- 
rooms which may seem languidly 
inactive today, could well be 
bustling with sales activity by Oc- 
tober. 

As the months peel away, so 
might the consumer inclination to 
automatically think, ‘‘imported is 
better.’”’ As the selection of cars is 
broadened to meet the ‘‘new 
need,” dealers may find the public 
entering into buying decisions 


with a new sophistication made 
necessary as the more obvious 
differences between the imports 
and the domestics begin to blur. 
Almost all cars will resemble one 
another in body size, engine size, 
and in fuel efficiency, and for the 
most part, they will be built with 
the same purpose in mind: fuel- 
efficient serviceability. Like blue 
jeans, they will be a world product, 
molded by world needs. 
Domestic manufacturers are 
not just sitting on their hands. 
They’ve received the message loud 


During 1980, Acceleration Corporation, a 
Columbus, Ohio-based credit insurance 
holding company, will celebrate its Tenth 
Anniversary in business. Since 1971, the 
company has enjoyed: 


And, comparing 1978 figures with just-released 
1979 figures, Acceleration reports that the 
trend is continuing: 


Average Annual Growth in Assets 64% | Growthin Assets Up 8% 
Average Annual Growth in Equity 52% | Growth in Equity Up 41% 
Average Annual Growth in Earnings 62% | Growth in Earnings Up 106% 
Average Annual Growth in Earnings Growth in Earnings per Share Up 98% 
per Share 51% + <A Sahel BoM ST 
Return on Average Equity Up 33% 


Average Annual Return on Average Equity 31% 


Acceleration. Sometimes a decade of 
excellence is worth more than centuries of 
tradition. 


ACCELERATION 
ANNIVERSARY 1970 80 


Acceleration Corporation 
155 East Broad Street 
Columbus, Ohio 43215 
(614) 224-1900 
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and clear—witness the GM x- 
Bodies—and they are able to com- 
pete in the new world of scarcity 
Lest we forget, Detroit is the home 
of the assembly line; it taught the 
world how to manufacture eff). 
ciently; it brought the automobile 
once the toy of the affluent, within 
the reach of Everyman. American 
manufacturers still enjoy enor. 
mous capacity. It is commonly ac- 
cepted that by 1981, domestic 
manufacturers will offer fyel. 
efficient, sub-compact cars ther 
will be able to compete anywhere 
GM will have its J-cars, and Chr». 
sler, its K-cars. These and others 
will make for a competitive jp. 
teresting marketplace where 
everyone, including the con. 
sumer, will benefit. 

The car of the near future may 
not even be able to claim a nation. 
ality. Literally in weeks—in Jaro 
July—snug cars with four-cylinde: 
engines and front-wheel drive will 
start rolling out of Ford assembly 
plants in Wayne, Mich 
Metuchen, NJ.; Halewood Ea. 
gland; and Saarlouis, West Ger 
many. Transaxles will come a 
the U.S.; steering wheels ncn 
Japan; shock-absorber struts ¢ ce 
Spain; brakes from Brazi}. ts e 
and-pinion steering from Briteie 
fuel pumps from Italy; valve-ous de 
bushings from Germany, a, ; 
clutches from France. — 

Americans conceived jt. Tech- 
nical people from Germany r 
gland, Switzerland and Spain de. 
veloped it. And the code n a 
given to it is Erika. _ 

Consumers of the world yw) 
perceive it as a 1981 model yon. 
ously called the Ford Escore . 2 
the Mercury Lynx in the us 
Overseas it will be called the Ex. 
cort. Ford Executives are calli : 
the Escort-Lynx “our first w =; 
car, = 

Could it be that Americans on 
stretching their particular ass = 
bly line concepts and blewiine 
them with others to span KE 
dustrialized world, for the be rs 
of all—including the domestic « 
dealer? Donald E. Petersen — 
president of Ford, has said¢ he 
producers must increase com. 
monality among components on 
an international scale. The ian 
fits would reduce redundans “4 
search, design and engineering 
costs. Tooling costs as 
economies could be achieved i 
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an ever-larger scale—a world 
«ale. Ford is believed to have four 
sew “world” lines on the drawing 
beards: a minicar; a two-seat, 
sabeompact-size sport coupe; a 
sont-wheel drive version of the 
Mustang and Capri; and front- 
wheel-drive versions of or re- 
slacements for Fairmont and 
alll Motors talks of its S- 
cars and J-cars—aimed at both the 
domestic and international mar- 
kets. The J-car is scheduled to 
debut in slightly less than a year as 
21981% model, and will replace 
the Chevrolet Monza and Pontiac 


- Senbird in the U.S. Eventually, it 


marketed by all GM car 
| a except Cadillac. Like 
ford’s Erika, it will be built in the 
US. and around the world. GM's 
domestic dealers will introduce it 
fest, then it will debut in other 
arts of the world over a six-month 
© one-year period. ; | 

lt is said GM’s J-car will have six 
sesic body styles here and abroad: 
“tion wagon, fast-back coupe 
eed sedan, notchback coupe and 
“den. and three-door hatchback. 
The cars will have U.S. and over- 
vas engines. The U.S. engine, ap- 
sarently a 1.8-liter in-line four, is 
designed for U.S. conditions, and 
works well with automatic 
“ansmission. The European ver- 
sen doesn’t do as well environ- 
mentally, but has more emphasis 
on power, and takes kindly to 

ansmission. 

Wee cM plant in Spain will 
“ert turning out 1983-model S- 
“rs in the fall of ’82. These will 
sseceed Chevrolet’s Chevette in 
he US., probably in the ’84-model 
sear. The car will be small, with a 
Y4nch/233.7-cm wheelbase. And 
« will be light, weighing less than 
1900 pounds (900 kilograms). The 
ars 1.3 liter (79 cid), four-cylinder 
engine is expected to coax at least 
© miles from a gallon of gas. 

Rumors wafting from General 
Motors hint at a schedule some- 
thing like this: 
ae 1981, Buick Regals and 
“onte Carlos will have new sheet 
setal. full size models will offer 
‘our-speed automatic with over- 
pe 19812, Chevrolet and Pon- 
tae J-cars will be available, along 
with a diesel rear-drive Riviera. 

* in 1982, Buick will offer anew 
four-cylinder Century car— 


= ee 


coupes, sedans and station wag- 
ons. 

@In 1982%, Buick and Olds- 
mobile will come out with a J-car 
series which will differ consid- 
erably from the Pontiac and Chev- 
rolet J-cars, and a new automatic 
transmission will offer improved 
fuel economy. 

@ In 1983, a new full-size Buick 
will appear with front-wheel drive 
and a transverse engine. 

eIn 1984-85, Buick Regal and 
Riviera will introduce striking 
body changes. By this time, almost 


all models will feature front-wheel 
drive, and by 1985, General 
Motors expects to achieve CAFE 
(Corporate Average Fuel 
Economy) of 29 mpg, beating the 
EPA-mandated 27.5 mpg. 
Meantime, Chrysler is pinning 
its hopes on its K-cars to the extent 
that it has slated a 19-week lead 
time, the longest in Chrysler his- 
tory, before going into production 
on the line. Dodge Aries and 
Plymouth Reliant are the two 
K-car nameplates. Lee Iacocca has 
said that in calendar 1981 Chrysler 


top off your profits! 


SNUGTOP, THE EASY-TO-SELL, QUAL- 
ITY CRAFTED LINE OF FIBERGLASS 
HARDTOPS. Classic designs, featuring 
hand laminated fiberglass construction 
for a long life, weather-tight fit. Designed 
with a unique air-filled cavity for added 
weather protection and sound deadening 
insulation. Finished with finest neoprene 
rubber seals. Equipped with D.O.T. 


approved tempered safety glass. Avail- 


able in white or black, with distinctive off- 
white inner shell. Standard and Quarter 
Window Models with optional sunroofs 
available. Shipped ready for fast, easy 
installation. Write or call for literature and 
complete profit information. CUSTOM 
HARDTOPS, SNUGTOP Division, 1711 
Harbor Avenue, P.O. Box 121, Long 
Beach, California 90801. Phone: (213) 
432-5454 or 436-3691. 


MGB,MGC 
MG MIDGET, SPRITE 
JENSEN-HEALEY 


1962-1980 
1968-1980 
1973-1977 


FIAT 850 1968-1974 
FIAT 124 ___ 1968-1980 
DATSUN 1965-1967 
DATSUN __ 1968-1970 
TR4A-6-250 _ 1968-1978 
eo = ez 1978-1980 


SPITFIRE _ 1971-1980. 


“A Tradition of Design Excellence and Craftsmanship” 
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will make money; he says it 
largely because of these Ks. 

Chrysler plans three families of 
high-volume, front-wheel drive 
offerings: Omni-Horizon, K-car 
and D-car groups. The latter is an 
up-size version of the K, due in’83. 
The cars will be light, tight, and, 
many people think, very well de- 
signed and competitive. 

The Dodge and Plymouth K-cars 
will replace today’s Aspens and 
Volares, and their interior space is 
about the same as in those two 
familiars. Interiors will accomo- 
date 5 or 6 passengers, but overall 
length will be reduced by more 
than two feet, and weight will be 
reduced by more than 1,000 
pounds. Best of all, gas mileage 
will be up by about 7 mpg. When 
compared with GM’s Citation (an 
X body), the interiors and exteriors 
of the K-cars will be very similar in 
size, but the cars will weigh less by 
about 135 pounds, and get slightly 
better gas mileage. They’1l offer as 
standard a 2.2-liter, four-cylinder 
engine built in Chrysler’s Trenton 
engine plant—the first four cylin- 
der built by the company since 
1932—and a 2.6-liter Mitsubishi 
four apparently will be an option. 
Body styles will include a two- 
door, a four-door, and a roomy 
wagon unencumbered by rear- 
drivetrain components. 

Chrysler Corporation foresees 
one million four-cylinder small- 
car sales for the coming model 
year. The million breaks down 
this way: 500,000-plus Ks, 
300,000-plus Omni-Horizons and 
about 200,000 Mitsubishis of one 
sort or another. Optimism does 
not stop with sales goals, and the 
corporation feels it can increase 
profits from factory to dealer per 
unit from the current $600 to 
around $1,100. 

Like other manufacturers, 
Chrysler already has ample expe- 
rience with imported components 
and finished products, the Mit- 
subishi Arrows, Colts and Sappor- 
ros, etc. and the Omni-Horizon 
Volkswagen engines being espe- 
cially notable. 

But perhaps no one is putting 
more faith in a foreign connection 
than American Motors since it 
announced in 1979 its cooperation 
with Renault. The purpose of this 
action, like those of Ford and GM, 
was to make American Motors a 
profitable and growing world au- 


tomotive company. As everybody 
knows, many AMC dealers in the 
U.S. and Canada have already 
added Renault's front-wheel drive, 
fuel-efficient Le Car to their lines. 
In turn, Renault is exclusive dis- 
tributor of Jeep in France and cer- 
tain other countries. 

AMC has decided to manufac- 
ture an all-new Renault-designed 
group of high technology, front- 
wheel drive, fuel-efficient cars in 
Kenosha, Wisc. beginning in 1982, 
for distribution in the U.S. and 
Canada. Renault will supply en- 
gines, transaxles and other com- 
ponents, while body stampings 
and other major components will 
bear the ‘““made in U.S.A.” label. 
According to Gerald C.Meyers, 
chairman and chief executive offi- 
cer of AMC, “... the rise of a 
worldwide auto industry was in- 
evitable, and the pace is quick- 
ening.” 

Meyers feels the four U.S. car 
companies face a new test. ‘“‘We 
have to face and meet the chal- 
lenge of a world view—not the 
narrow regional or nationalistic 
views of the past... . I believe the 
successful auto companies in the 
1980s and beyond will be those 
with substantial resources, trans- 
national marketing muscle and 
in-depth technical capability.’”’ As 
the most casual observer knows, 
the story of success or failure in 
the automobile business is finally 
told in the dealer’s showroom. 

Meyers said that Jeep sales are 
up after a brief period of decline, 
keeping AMC ahead in the four- 
wheel drive market. The Eagle is 
doing well. The Renault agree- 
ment gives AMC a range of 
front-wheel drive, high mileage 
cars for both U.S. and Canadian 
dealerships. March figures give 
substance to Meyers’ enthusiasm: 
while sales at the big three de- 
clined in March, they advanced at 
AMC by 49.7 percent. Because of 
shortages, import sales were down 
by 10 percent in March, their first 
decline in 15 months. 

A number of advantages come to 
AMC from its association with 
Renault. The company quickly 
acquired advanced technology, 
and saved perhaps a decade in time 
and several billions of dollars. Re- 
nault has front-wheel drive and 
diesel technology, as well as ex- 
pertise in turbocharging. This will 
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velop highly fuel-efficient cars | 
which don’t sacrifice per- + ~ 


formance. In addition, Renaule’s 
overseas distribution network 
opens up international oppor- 
tunities for Jeep. 

Important to future market; 
success is the fact that the com- 
panies will establish jOintly 
owned finance companies in the 
U.S. and Canada. These wil] §- 
nance leasing operations, dealer 
wholesale purchases, and in time, 
retail purchases. 

California, that harbinger of 
U.S. tastes, began moving to small 
cars 10 years ago. Recent con- 
sumer research indicates tha: 
right now, consumers in the 
Northeastern and North Central 
states, areas which traditio 
preferred big cars, are exhibiting » 
high level of interest in smalier 
cars. The areas should offer a Jysh 
market. But almost all areas of the 
country—the Sunbelt, Midwes+ 
and even the big Western states 
show a small car preference. 

Even strong consumer in 
and the best of manufageaniine 
plans still must deal with the 
economy. Inflation still inflates 
Interest rates soar, and in June the 
oil import fee will raise the price of 
gas at the pump. But there are 
bright spots. NADA’s Economic 
Report for April 8 stated that the 
prime rate will definitely fa}) 
more than two percentage Points 
this year. These ups and downs are 
bound to be felt at the dealer leye} 

News from domestic manufac. 
turers makes several things clear 
the war, if there is one, between 
domestic and imported cars y}} 
take a new tack and a new look os 
all cars become more fue] effi- 
cient, lighter and smaller, ang 
more similar in both performance 
and price. Domestic dealer show. 
rooms will kiss the V-8 engine 
good-bye and learn to sing the 
praises of four efficient cylinders 
And the product itself—the 
car—will become a four-wh 
version of the United Nations fi». 
ted with components gathered 
from around the world. 

It will be an interesti decade 
these ‘80s. A visitesaill Tokyo 
might see a Japanese lass dressed 
in American blue jeans driving 
Renault's Le Car produced in Wye 
consin. The automobile business 
will never be the same; but % 


enable American Motors to de- won't be dull, either. A> | 
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Quaker State 


is more than just a great oil. 
We're a whole profit center for you. 


Quaker State's end product 
«the same as yours. A satis- 
Sed customer. We help you sell 
“rs. And we help you keep 
ewners coming back for service. 


You can offer an 
Bitonded engine 
lubrication warranty. 

When your manufacturer's 
warranty expires, Quaker 
‘ate’s limited warranty takes 
wer. And it doesn’t cost you or 
vour customer a cent. 


Your Service Con- 
trol and Phone 


Action Program 
equals extra profits. 
Let Quaker State manage 
t for every car you 
Se Trained Service Coordi- 
tors handle recordkeeping, 
‘ling, and customer follow-up. 
They help sell your services 
and specials. And they 
‘dd complaints diplomatically. 
‘| at moderate cost. 


QUAKER 


Your new rust- 

® proofing system. 

New Metal-Gard one-step 
rustproofing offers you 7 
benefits. First, there's the profit. 
Next, an exclusive registration 
fee rebate plan. Metal-Gard is 
tinted for easy application. 
It’s guaranteed for the life of 
the car with the original owner. 
Inspection required only every 
third year. Comes in a no- 
waste drum. And you get 
Quaker State's help with appli- 
cator training. That’s worth a 
call to your distributor, isn’t it? 


| QUAKER 


4. You have the #1 
@ selling name in 
motor oil. 

Car owners know and trust 
Quaker State quality. They 
know it helps cars last. Build 


your name for quality, too. Tell 
your customers you use noth- 


ing but Quaker State motor oil, 
filters, transmission and gear 
oils, and fine greases. For com- 
plete details of our high-profit 
Car Dealer Service Program, 
including metered oil delivery, 
call your nearby Quaker State 
distributor. 
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Quaker State helps build profits. 
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Imports: 
Looking at, 
1951 and the 
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44 mall Wonders,’’ one 

Gi: called them, and to 

others they are, ‘‘The cars 

that America has been waiting 

for.’ They are the “Cars of the 

’80s,”’ the cars you are going to be 
selling even more of next year. 

Ford, GM, AMC, and Chrysler 
are all earnestly in a real race to 
satisfy America’s new sense of au- 
tomotive taste, and the early re- 
views of their efforts are highly fa- 
vorable. Their “new wave” of K 
cars and J cars and Erika cars and 
international partnership cars 
have all been heralded as signifi- 
cant steps, and as the ideas begin 
to flesh out, they appear to very 
much combine those hard-to- 
blend elements—style, economy 
and roominess—that the public is 
demanding today. 

The ‘80s figure to be an ex- 
tremely interesting decade on the 
auto front, and the competition 
between all the companies in- 
volved should be intense, and so 
should the pressure. The year 


shifting its strategy. 

Well, May is still very early, and 
some of the manufacturers prefer 
not to say anything at this time 
about what they'll be doing in the 
future. However, a few products 
and a few new touches are break- 
ing out right now, this month, and 
afew manufacturers have allowed 
us a glimpse at what will be rolling 
off the boats in September and Oc- 
tober. 

Mazda will not be adding or sub- 
stituting any models, but it will be 
making some changes. There will 
be, company sources say, an all- 
new GLC, bearing some ‘‘very dis- 
tinctive sheet metal changes,” and 
front-wheel drive. Little more in- 
formation is being volunteered, 
but we are told it will remain a 
piston-engine car, as will the 626. 
The 626, being the newest of the 
Mazda line, apparently will 
change very little. 

The car that may be getting 
more attention from the designers 
and engineers than we might have 


What has been rumored abou: 
the RX-7 concerns something an. 
derneath the skin. According to 
one source, there is a chance 8) 
will see a catalytic converter yer. 
sion of the rotary engine on the 
streets, rather than the curren: 
thermal reactor. If that is true » 
significant gain in fuel economy 
could occur. 

One thing certain about Mazda 
in the immediate future is it wy) 
be tough in the marketplace. The 
company’s first quarter figures 
show it doing better than 20 per. 
cent above the pace of last yeas 
and the three models are ge! 
equally well. 

BMW, noting that its fleet ayer 
age is 26 mpg, says there are po» 
going to be any dramatic changes 
for ‘‘at least a few years.” 

A spokesman said the company 
will stick with the same basic 
models, and said no major shee: 
metal changes are expected. Ip *g 7 
the new cars will likely incorpo 
rate small modifications jn the 


elling 


1981, as one observer put it,“’...is guessed is the RX-7. It first of all drivetrain aimed at greater fye! 
when we begin a whole new _ will definitely be getting a new economy, but the changes ths 
ballgame.” leather interior for its GS version, make BMW feel good occurred i» 


The imports, of course, figure to 
be very much in on the action, and 
a lot of people are wondering 
whether or not they'll lose any of 
their sock now that Detroit is 


and we are told the availability 
will extend into the ’81 model 
year. The idea is to bring it closer 
to the look (and the price) of the 
Datsun ZX. 
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80. 

The ’80 models’ fuel economy ix 
30 percent better than that of the 
year prior, thanks in part toa light 
1.8 liter four-cylinder engine j» 
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Subaru DL 


; and a five-speed over- 

ve eransmission in the mid- 
i linder 528i. 

Se npany is happy with 
woth cars, it says, as well as with 
Se full-size 733i and the 633CSi 
sorts coupe, and that is to be ex- 
sted. The first three months of 


nted to the best first 
Giese the history of BMW of 
North America. A full 9,664 cars 
were sold, as opposed to 8,136 last 
‘nee Sweden, a four-door sedan 
‘sion of the Saab 900, previewed 
“the recent International Motor 
‘sow in Geneva, will go into pro- 
Setion in the fallasa 1981 model. 
The new notchback will have 
‘he e overall length of the 
wher 900s, 187.6 inches, and be- 
“ese of the redesign of the rear 
“ess-member in the roof, the 
“adroom in the rear seat will be 


inch greater. 
vf compartment volume, 


ryan 

ic feet, is almost as large 
eas the 900 hatchback, and 
wth the back seat down, the com- 
“eement’s length telescopes to 


wer five f 


eet. . 
i ediately and ‘ort re- 
*esle available is a five-speed ver- 
pata Saab 900 FMS sports 


edan. With this 
ee Ss available on the 


get 22 mpg overall and 33 high- 
way. 

But probably the biggest news 
out of Saab is something called 
APC—Automatic Performance 
Control. It’s part of what Saab calls 
the second generation of the 
turbo-charged engine, and it’s a 
system the company says can 
cause a fuel saving of up to eight 
percent while it boosts accelera- 
tion up to 20 percent. 

What may make APC even more 
desirable in the future, though, is 
the fact that it allows an engine to 
run on fuels of different octane 
ratings without special ad- 
justments. It’s based primarily on 
simple electronic components, 
and like the available ignition re- 
tard systems that are designed to 
combat the pinging and knocking 
problems caused by low-quality 
fuels, it uses a sensor on the engine 
block to monitor the onset of 
pre-ignition of both the audible 
and inaudible kind. 

The sensor sends signals to an 
electronic unit which gives the 
necessary instructions to a 
solenoid valve next to the valve 
controlling the boost pressure de- 
livered by the turbocharger. The 
electronic unit is also in contact 
with a pressure sensor on the in- 
take manifold and can balance the 
boost pressure, Saab says, so it is 


Mazda RX-7 


always correct, regardless of the 
condition of the fuel or the engine 
load. 

With an increase in the com- 
pression ratio to 8.5:1, the APC- 
equipped engine achieves vastly 
improved throttle response and 
thus avoids a common complaint 
with turbo engines—turbo lag, at 
low-speed driving and accelera- 
tion. Compared to the current 
Saab Turbo engine, the APC- 
equipped engine offers a 15 per- 
cent increase in acceleration from 
15 to 25 mph in third gear, and up 
to 20 percent from 55 to 70 mph. 

The most noticeable power in- 
crease is at low engine speeds. Ac- 
cording to Saab’s Per Gillbrand, re- 
sponsible for development and 
testing of the system, the effects in 
terms of engine output and torque 
at low engine speed are similar to 
what would have been achieved if 
the displacement of the current 
Saab Turbo was increased to 2.5 
liters—or by 25 percent. 

Saab-Scania will install the APC 
system in a large number of test 
cars during the coming year, and 
volume production should start in 
about a year or less. 

France’s Peugeot is bringing out 
a new car this month called the 
505. It’s a four-door, two-liter, 
five-passenger sedan that slips 
easily into the slot vacated by the 
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veteran 504. 

There’s a 10-year difference be- 
tween the cars, and it shows. The 
exterior of the 505 has been carved 
by the well-known hand of Pinin- 
farina, and under the hood, a 
Peugeot dealer can offer a new 
fuel-injected, gasoline engine 
known as the XN6, or the XD2, a 
well-established, four-cylinder, 
in-line diesel with 20 degree slant. 

The car will be offered in four 
designations: two gasoline mod- 
els, the 505 and the 505S, and two 
diesel models, the 505D and the 
505SD. The ‘‘S” models feature 
standard equipment such as air 
conditioning; power windows, 
front and rear; electric sunroof; a 
digital am/fm stereo radio with 
electric antenna; full wheel cov- 
ers; and cruise control. Factory op- 
tions include automatic transmis- 
sion, fully integrated air condi- 
tioning, and special metallic paint. 

The XN6 engine is a four-cylin- 
der, in-line power plant slanted at 
a 45-degree angle. It displaces 
1,971 cc’s and puts out 96 
horsepower at 4,900 rpms. It has a 
cast-iron block, aluminum alloy 
head and pistons, and forged steel 
connecting rods and crankshaft. 
Bosch K-Jetronic injection is com- 
bined with electronic ignition, 
eliminating carburetor and points 
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Peugeot 505 


entirely. 

The XD2 is a 2,304 cc plant that 
produces 71 horsepower at 4,500 
rpms and develops its maximum 
torque of 99 lbs-ft at a very low 
2,500 rpms. This effect allows 
third gear, with its 1.41-to-1 ratio 
on the 4-speed manual, to function 
something like an automatic 
transmission, moving easily from 
10 mph to 50-plus mph. The final 
drive ratio has been designed for 
good economy with excellent die- 
sel acceleration from 45 to 60 
mph. 

According to a Peugeot spokes- 
man, the 505 equipped with a 
gasoline engine and manual 
transmission gets 19 miles to the 
gallon, and with gas and automatic 
three-speed, 21. A diesel and au- 
tomatic combination gets 29 mpg 
combined, and diesel and manual 
does 3 mpg better. 

A turbocharged diesel 505 is in 
the works for ’81. 

Price of the 505 is about $13,000 
(the gasoline engine car is about 
$900 less), and Peugeot figures its 
competition in the marketplace is 
basically the Audi 5000, and two 
other rather prestigious plates: the 
new Volvo Diesel and the Mer- 
cedes 240D. 

Something in the neighborhood 
of $16,000 will secure Peugeot's 


Renault LeCar 


604 SL, a first-class car that will 
keep its present ’80 look at least 
until the first of next year. Thats 
leaves the rest of the lineup to ¢ 
504 diesel station wagon, a carthat 
gets 30 miles to the gallon overall, 
despite its weight and length. 

Over at Renault-AMC, they're 
not saying a lot, but they are ad 
mitting that in the ’81 model 
they will be selling ap 
Americanized new car based om 
the R 18 now being sold in Prane 

AE has not seen it, but it is = 
to be larger than Le Car and “em 
tirely different as far as exter 
design ... fuel efficient, wir 
front-wheel drive, aimed ats 
higher income level than Le Cay 
Body styles will include a wagon 
and a four-door sedan. 

The 17 Gordini Coupe j 
but the Le Car will reall in pbs. 
basically the same shape it’s in 
now, which means an overall 
length of less than 12 feet “a 
wheelbase of 95.2 inches. - 

It likely will retain its 1.4 lige 
powerplant and its 30 mpg over 
rating, as well as its 32-foot tus 
ing radius. 

The detail that will probabh 
solidify the image of the | 
Renault partnership in the mip 
of a great many people will be the 
much talked about jointly pre & 
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New power... 
new bodies...Holmes quality! 


‘ae (Holmes 440 Hi-Power wrecker is a value-packed, up- 

"= dated version of the famous Holmes Model 440, the 
most popular mechanical wrecker ever built! Winch 
and boom ratings have been increased from 4- to 
o-ton capacities. Two lighter and stronger bodies 
feature radically new tailgates and contoured side 
panels. And, then there’s the superior quality of the 
winch. Holmes makes it, and it’s the strongest, safest 
and longest lasting winch you can get. See and oper- 
ate the new Holmes 440 Hi-Power at your nearest 
Holmes distributor now. Compare price, quality, ser- 
vice and resale value. You'll win with Holmes! 


Holmes offers a full line of tilt-bed carriers 


— a oe oe ee ee 
Paper 6296-AE 
te or call today! a mei 

» a Holmes wrecker representative contact me 
a iad additional information about Holmes 440 Hi Power wrecker 


«4 information about Holmes tilt-bed carriers 
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: Sever Corporation/Ernest Holmes Divisior 
965 bast 43rd Street 
/ a ttanooga, Tennessee 37407 
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ERNEST HOLMES TE) conroration 


ERNEST HOLMES DIVISION 
2505 East 43rd Street 
- Chattanooga, Tennessee 37407 
Telephone 615/867-2142 
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Mazda GLC 
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Saab 900 EMS 
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duced car. have been offered in DL and GL_ chrome one and or ah 
It is still in the design stages, but versions, but the three-door rather than cast whee™ eit? 
the sj 


AMC says it will be built late in hatchbacks with and without It can be equippr drive rf 


'82, here in AMC’s facilities, and four-wheel drive have only been _ four-speed with ove o, 
also in Mexico along with Re- offered in DL and base-priced automatic transmiss!0"'4¢ ‘ 
nault. standard versions (around $4,000 choice will determine 4 36 

Subaru says its ’81 line will be _ for a standard four-speed). achieves 28 mpg city i 7 
structured ‘‘in the same vein as Subaru’s philosophy has been way, or 27 city aD ese 
our ’80 line currently is.” Declin- changing or evolving with the Says a VolvO "sot i 
ing to be specific, the company did _ times the last couple of years as “We've taken the “ ix) 


say the changes would consist of has that of its competitors, anda __used to seeing 0n 9 ined 
“refinements,’’ with some Subaru spokesman says the GLor cars and we’ve com j Jatt 
mechanical innovations, both in upperline represents a recognition aninterior trim level ; b 
the manual transmission cars and of the fact that this segment of the one we have in.@ 
in certain of the four-wheel drive marketplace has been opening up. _ cylinder cars (such i b 
vehicles. Adding a GL to the hatchbacks, he example, the dies 
The change or changes on the says, is proof the company thinks interior as oppos¢ 
manual shift cars, a spokesman the attraction of aluxurioussmall the six-cylinder cat 


yb 


hedged, “willhave norelevance to car is going to grow even more, windows as OpP0S™ ally 
fuel economy, but will reduce the now that more and more people windows. It has m y 
fear many people have of drivinga are shifting away from the bigand ated mirrors. It be ave tbe 
standard transmission automo- _ plush automobiles. tures, but it doesn ¢ ; the 
bile. Another improvement, made Volvo is going the diesel route, interior trim level 4 f 
on four-wheel drive vehicles, and in fact, it is going that route __ the-line cars. pan Pe 
won't so much have anything to this month with a six-cylinder “It’s priced more tm gp 
do with fuel economy as it will four-door sedan and station cylinder car and jus” | ess”: 
performance beyond that.’’ wagon. then the six-cylindet 
Everyone is free to hazard their Called simply, “‘the Volvo Die- Sources say t 
guesses. sel,’ the car is utilizing a 78 planning any 4 p 
Subaru did specify what appar- horsepower, 2.4 liter Volkswagen for ‘81, but as they - 
ently will be its most visible 81 engine produced solely, Volvo models are goin8 nat 
change: the addition of a“GL” or _ says, for Volvo. ditional attention * de 
top-of-the-line model to its hatch- Its exterior looks are very much _ them to havé e 4 
back series. This year, the car those of the top-of-the-line GLE, change. _ uphe 
maker’s hardtop, sedan, four- subtle differences being a dark Says Volvo aga se 


wheel drive wagon and Brat lines grille as opposed to the GLE’s _ tion of Volvo cars 
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same as in ’80. We will still princi- 
pally be a manufacturer of family 
sedans and station wagons, with 
the emphasis on durability and re- 
liability... .” 

Translated, that means the US. 
won’t see a new small car from 
Volvo in ’81, and it won’t see the 
343, perhaps ever. The 343 is a 
Rabbit-sized vehicle currently 
being sold in Europe. 

As far as California is con- 
cerned, there won’t be a Volvo 
Diesel right now, either. For the 
moment, it is a 49-state car, but 
Volvo is looking hard into so- 
lutions. 

At Fiat, the key is fuel injection. 
Beginning now and particularly in 
1981, fuel-injected engines will be 
evident in not only Fiat products, 
but Lancia and Ferrari as well. 

For the foreseeable future, the 
company remains very high on its 
sports cars, the Spider 2000 and 
the X 1/9, figuring the two cars will 
account for the bulk of its sales 
here. It figures Strada for about a 
third, and it also has big plans for 
Brava. 

The Brava is going to fuel injec- 
tion immediately, and by Sep- 
tember or October will probably 
offer only this non-carbureted ver- 
sion of its two-liter, double over- 
head cam engine. Fiat sees it as a 


Fiat Brava 


car in transition—moving up in 
price and moving up in product 
content. They’re looking to it to 
become what the BMW 320 was 
two years ago in price, about 
$8,500 to $10,000, depending on 
the equipment. It’s due for higher 
quality carpeting, leather, better 
appointments and equipment all 
around, and it will get a minor face 
change with a different grille and 
some minor changes in the back. 
The object: to make Audi and 
BMW pay more attention. 

All Spiders beginning this 
month will be fuel injected, and 
there will be a wider availability of 
the leather option that was intro- 
duced on it this year. There’s talk 
that the car may offer power 
steering as an option in ’81, but no 
decision has been made as yet. 

The X 1/9 will soon have a dif- 
ferent dash and higher quality car- 
peting and seats, and it will 
gradually turn 100 percent to fuel 
injection by sometime in 1981. For 
now, it will offer the feature in 
limited numbers. 

Speaking of numbers, the Brava 
with fuel injection is rated at 24 
city, 29 highway and 26 overall 
with an automatic transmission, 
and 24, 34, and 28 with a manual. 
That compares very favorably 
with the carbureted car’s 
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statistics: with a manual trans. 
mission, for instance, 22 city, 3} 
highway, and 25 overall. : 

The injected Spider gets 25 
city, 36 crusing the highway — 
29 overall. . 

Strada right now has a base nes 
of $4,881, and is placed =. 
where between Rabbit ang 
Omni/Horizon, and Fiat plans ee 
keep it in that position. But Strads 
too will get fuel injection as an 
tion in September, and that wal 
probably boost the price to arouns 
$5,500. In California, the injecteds 
will probably be mandatory. 

Fiat says it is not “in a deales 
growth cena at the moment 
as much as it is into “im ; 
the profitability and opesaaie 
standards” of its current dealers fk 
wants to talk about its improved 
product, and it likes to mention jes 
12 month, 12,000 mile Warranty 
on the entire car including eos. 
metic rust; its 24-24 warranty o» 
the powertrain; its three-yea: 
guarantee against rust perforation 
and its price protection Policy te 
both customers and dealers. 

When Fiat of North Amercs 
talks about Lancia, it can now say 
it is going to have a new mode! 
year. It skipped the ’80 mode} yeat 
because of an adequate inventors 
of ’79s, but for ’81, it is Offering 2 © 


om | 


Datsun 310 


«x with front-wheel drive, five- 
eed transmission, independent 
suspension, a superior braking 


There will be no automatic 
‘ansmission. 
The two-door coupe Zagato will 


i ced in August, but save 
ies euch as improved elec- 


ies, there will be no major 


The GTB and GTS Ferrari '80 
models are coming to dealers for 
he first time this month, renamed 
GTBi and GTSi because of the en- 
tine feature we've been talking 
about. They will have redesigned 
- soles, eeeetent mp: 
tolstery, and more leather. The 
aiieower’ will be up from 205 to 


aout 220. 
A year now or slightly less, 
Swill be able to boast 
ferrari’s Mondial 8, blessed with a 
+2 Pininfarina design and a 
‘ne three-liter V-8. 
Fiat thinks it has enhanced Fer- 


image, if that is necessary, by 
- Bec ari of North America 


Jan _of last year. That com- 
y has now taken over all dis- 
--» and boasts regional of- 


_., Carson, Calif., and Aston, 
opal 4 computerized parts 


“stem, and the two-liter engine 
ules already mentioned, 
sounted transversely. 


warehouse in Houston. 

Mercedes, as always, is refusing 
to stand still, and it tells AE it is 
replacing its larger sedans in ’81. 
The 450 SEL fuel-injected V-8 and 
the 300 SD turbo diesel will be re- 
placed with a totally new “S” class 
car now on sale in Europe and 
shown at the Frankfurt Motor 
Show just last fall. 

The car has a very low drag 
coefficient, .36, and in the Euro- 
pean version, mileage has been 
improved by 10 percent over the 
old car. The 300 SD, despite the 
new body, will keep the same en- 
gine, so it will retain the same 
designation. The 450 SEL, though, 
will change its powerplant to a 
3.8-liter engine, and will be known 
in the new year as the 380 SEL. 
The engine will also be used by the 
450 SL and 450 SLC coupes, so 
their designations will also change 
accordingly. 

Mercedes says it will continue 
with five diesels in its line, but it is 
dropping the 280 SE sedan, a gas- 
powered car. The rest of its offer- 
ings, it says, will remain essen- 
tially the same. 

The new 3.8-liter engines are al] 
aluminum, from the pan to the 
top, and it is the basic engine that 
was once available in limited pro- 
duction in five-liter form. It pow- 


Volvo GL 


ered the 5.0 SLC, essentially a 450 
SLC car, and it was extensively 
tested and rallied. 

Mercedes says that in ’79, 67.5 
percent of the cars it sold were die- 
sels, and it says so far in ’80, that 
figure is 72 percent. It expects die- 
sels to account for 75 percent of its 
trade in ‘81, and says that statistic 
should then hold for a couple of 
years. 

Honda will say only that it 
promises “‘some news in ’81,” and 
Toyota’s policy is much the same. 
It last broke new car announce- 
ment ground in January, when it 
made it clear it was out to compete 
with 37 models encompassing 
Corolla, Corrolla Tercel, Celica, 
Supra, Corona, the top-grade 
Cressida and 13 different trucks. 

Porsche-Audi is introducing to 
dealers right about now the Audi 
5000 Turbo, the natural follow-up 
to the gas car’s grand entrance in 
'78 and the diesel’s debut last year. 

Also ready for the showroomis a 
version of the Audi 4000 that will 
have a five-cylinder engine, power 
steering and automatic transmis- 
sion, all for the first time. The 
4000 was introduced in mid-year 


last year as a successor to the Audi 


Fox. The new version get 28 mpg 
highway, 20 city, which is not too 
far removed from the 34-22 figures 

—_——— 
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Porsche 928 


the four-cylinder, four-speed can 
achieve. 

A five-speed version will be 
ready in the fall. 

Porsche is purportedly talking 
about a U.S. version of the 928 S, a 
version that will keep the Euro- 
pean look but the U.S. 4.5 liter, 
220 horsepower engine. Also defi- 
nitely among the “maybes”’ is a 
high performance version of the 
924, perhaps based on a design 
study that was done for the 
Frankfurt Auto Show called the 
924 Carerra GT. It’s basically a 
flared and spoilered 924 Turbo in- 
corporating an intake air inter- 
cooler that bumped the hp of the 
Euro car up over 200. 

‘‘We could see a version of that,’”’ 
a company spokesman says, “with 
170 or 180 horsepower. " 

If the cars arrive, they'll proba- 
bly make it next spring, but they 
probably won’t create the stir of 
the Audi Quattro, a full-time 
four-wheel drive, five-cylinder 
Turbo car with the silhouette 
similar to a coupe version of the 
4000. 

It’s a limited production hand- 
built car going on sale in Europe 
next week at 50,000 German 
Marks—about $27, 000. The 
four-wheel drive is achieved not 
with a hydraulic coupling, but 
mechanically, and a spokesman 


Says it gets better gas mileage as a 
four wheel than it would as a two, 
which is a definite coup. When it 
comes to the U.S. next spring 
along with a 4000 coupe model, 
the high-performance car will 
probably put out 160 hp and possi- 
bly something like 20 and 30 mpg, 
city and highway. 

Volkswagen. likely will be 
coming out with successor cars to 
Dasher and Scirrocco, but at this 
point, we are not sure just when. 
Apparently, those two units and, it 
seems, the Rabbit, are due for 
some turbo dieseling. 

Datsun made some noise in 
April, when it came out with a 
high-mileage version of its base 
210 line. The car gets 37 mpg in 
the city—the best of any 
gasoline-powered car—and 51 
mpg on the highway, better than 
any car, period. 

The statistics have been made 
possible by mating the car to a 1.5 
liter four-cylinder engine, and 
matching it with a five-speed 
overdrive transmission and 155/13 
radial tires. 

The 210 has been given a signifi- 
cant facelift including new front 
and rear end styling, and a Sports 
Luxury package is available now 
for hatchback and wagon models. 

Datsun has also recently ex- 
panded its 310 line, with the addi- 
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tion of the four-door, frone- 
wheel-drive GX. It boasts a 14 
liter, four-cylinder plant, and such 
things as a tachometer, tinted 
glass, electric rear-window defros- 
ter, and remote control latches for 
hood, fuel filler and rear hatch. 

Up amidst the upper strata of 
mass-produced cars, of course, is 
the 280-ZX, and Datsun is Using it 
to promote the 10th anniversary of 
the relatively famous Z. The com- 
pany built 3,000 ZX10s, numbered 
them in sequence, and began de- 
livering them to dealers jus¢ re- 
cently. 

Each of the two-seaters has » 
special paint scheme, and is fitted 
with a GL package, leather inte- 
rior, T-bar roof, and several other 
fairly sporty features. 

It doesn’t have automobile 
radar, a system that “sees” obgto- 
cles on the road ahead, alerts the 
driver, and takes charge by apply- 
ing the brakes and executing » 
maneuver to avoid a collision « 
the driver isn’t able to react in 
time. 

The ‘Z” doesn’t have it, pus 
Datsun and some other companies 
are working hard on it, and it’s ¢he 
kind of effort that is making a lot 
of car lovers and car makers Jook 
with anticipation toward the "gps 
and the cars those years wij] pro- 
duce. & 
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Ye talked to GM dealers and found 
sot what you want. What you need 
Flexibility. And availability. 
That's why Beve papended our 
str] ion channels. 
ae ive you what you need. ; 
When you need it. With a choice o 
nO it. 
5 hel vd your er cs options: 
-installed systems. 
ae your vehicles with factory- 
astalled systems. It's a great way to 
“ae a sale. Our Field Specialists 
a ‘Dial Delco” advisors will help 
aa match systems with buying 
nate Your customer gets Delco 
101 snd satisfaction. You get easy 
selling action. And your hassles 


eee minimized. 
’ fren, be ready for upgrade sales 


Delco-GM flexibility keeps you 
ready to deal. And you get one-for- 
one inventory protection. We've got 
three ways to keep you ready. 
Direct-Ship Orders. 

When you order 6 or more receivers 
direct from Delco Electronics, you'll 
receive a 20% discount. Any number 
of installation kits and/or speakers 
placed with that order qualify for 
the discount. You'll also get fast, 
factory-direct shipping, 90-day 
payment terms and one-for-one 
inventory protection 

Our “Dial Delco” advisors are 
standing by to help with your orders. 


General Motors Parts 
Distribution Centers. 
On orders of less than 6 receivers, 
call your GM Parts Division PDC. 
They've got a wide selection of 
Delco-GM receivers, installation kits 
and speakers 
There are 25 GM Parts Distribu- 
tion Centers located throughout 
the country. The one in your area 
can provide fast service to help you 
meet consumer demand for up- 


graded Delco-GM Sound Systems 


AC-DELCO 
mi) SERVICE/SALES 


AC-Delco Service/Sales 
Centers. 

More than 140 AC-Delco Service/ 
Sales Centers nationwide have the 
inventory, equipment and well- 
trained technicians to sell and install 
Delco-GM Sound Systems. This: is 
the ideal answer for dealers who 
don't want to upgrade Delco-GM 
Sound Systems at their dealership... 
but want to share in the advantages 
factory system sales can mean for 
their customers and themselves. 

Delco-GM....it's the dealer's 
choice. For more information, 
“Dial Delco” at these toll-free 
numbers: (800) 428-0501 —in 
Indiana (800) 382-0531. Or see your 
GM Parts Division district manager. 
Or contact your local AC-Delco 
Service/Sales Center. 


Delco Electronics 


] 


Division of General Motors 
Kokomo, Indiana 


Irving Blackman 


If You Get Audited 


ost tax exam- 

inations start with 

a voice on the 
other end of the phone identifying 
itself as, ‘My name is Joe Revenue 
Agent. I am going to examine your 
business tax return.’” A common 
question asked by all business 
people is, ‘‘What doI do when I get 
that call?” Actually, the answer is 
extremely long and requires spe- 
cial answers to special situations. 
However, certain general rules can 
be established to maximize your 
success when dealing with a reve- 
nue agent. 

Three basic rules must be thor- 
oughly understood and followed: 

1. Keep your cool—don’t panic. 

2. Reach for the telephone and 
call your professional tax adviser. 

3. Neither you, nor any of your 
employees, should engage the 
agent in any type of conversation 
or answer any of his questions— 
that’s why you hire a professional. 
Like everything else, the best job 
can be done by a “pro.” 

In spite of the logic of the above 
advice, many taxpayers still like to 
handle their own tax exam- 
inations or have their own internal 
staff do so. If you feel this way, you 
have lots of company and it is for 
people like you that the following 
is written. 

These hints will help you deal 
with the Internal Revenue agent: 


a. Ask the agent to list every- 
thing he wants to look at and give 
him only what he requests— 
nothing else. 

b. If the agent requires any ad- 
ditional documents, ask him to 
give you an additional list and 
then supply that to him, and, 
again, only that and nothing else. 

c. Let the agent know you will 
be happy to answer his questions, 
but tell him you would like to save 
his time and your own. In order to 
accomplish this, make it clear in 
the beginning that you will answer 
his questions only after he has 
listed them, in writing, and has 
completed his examination of all 
the records which he has re- 
quested. 

Do not—absolutely do not— 
give the agent an opportunity to 
hit you with piecemeal and con- 
tinuing questions and problems. 

d. If the going gets too tough, 
then pick up the phone and call for 
professional help. 

It is important to remember that 
a revenue agent is a professional 
with a job to do. Treat him ac- 
cordingly. Many taxpayers suffer 
adverse tax consequences and 
large assessments, not because the 
law was against them, but because 
they had a personality conflict 
with the agent. Directed anger at 
the tax system or at the agent 
might be good for your ego, but it is 


lousy for your tax pocketbook. 
x kk 

Being audited is usually not » 
pleasant experience, and you’¢ 
probably agree the IRS procedures 
leave a lot to be desired. : 

Well, the U.S. General Ac. 
counting Office agrees with you 
According to a recent GAO report. 
the quality of IRS audits of jp 
dividual income tax returns needs 
to be improved. 

The report contends the [IRs 
method for identifying and cam. 
recting Jess than quality audits i< 
not as effective as it should be 
What seems to be the trouble? prs 
personnel made many incorrect 
assessments of tax and frequently 
overlooked significant audit jc. 
sues. 

The IRS (much to its credit) ag. 
mits its audit quality is sub. 
To help set things right, a Qualies 
Control Program unit has been ser 
up at the IRS national office. 


otwithstanding jes 
audit problems. the 
Revenue Service is 
forging ahead with new tech. 
niques, one of the latest inyoly- 
ing statistical sampling. The prs 
is now encouraging agents to 
use such techniques where there 
are a large number of transactions 


These columns are prepared by Blackman. Kallick & Co., certified public accountants, under the watchful eye of Irving Blackman. Blackman, also on 
attorney and author of Winning The Tax Game, consults with businessmen around the country on the subject of taxes and profitability Questions 
concerning these columns should be addressed to Blackman, Kallick # Co., 180 N. LaSalle St., Chicago, IL 60601. 
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» audit. Thus, in auditing T& E 
ttayel and entertainment) ex- 
senses, the IRS might divide the 
“spenses into small, medium and 
sge categories and draw a num- 
‘er of sample items from each cat- 
gory. The taxpayer would then 
“ave to substantiate the sample 
“ems. If there are unallowable 
ems, the deficiency would be 
mputed statistically. 

The technique might be em- 
‘owed where there is “sufficient 
justment potential’ to warrant 
“amination, but it would be pro- 

sitive to examine all transac- 

s involved. In your author’s 
sinion, the IRS will have to fight 

way through the courts if it 
sshes this sampling technique. 
‘his column will keep you posted 

» ®any developments. 


x*r* 
Pre-election promises for tax 
wits sound like a no-lose situation 
“taxpayers. Here is a brief sum- 
Mary of the tax cut views of the 
eading presidential challengers: 
George Bush would like a $20 bil- 
Yom tax cut in 1981. Ted Kennedy 
Miggests a 1980 tax cut. Ronald 
wants lower taxes along 
With a balanced budget. — 
& Too bad campaign promises sel- 
ona become realities. 


usiness bad—can you 
skip pension contribu- 
tion? The recession has 
begun to pinch many 
mal] businesses. When times 
vere better, many businesses in- 
‘ied mandatory pension plans. 
sw with profits down or a 
seeze on cash flow (because of 
' “flation-swollen inventories and 
"cejyables), the cash just isn’t 
‘ere to meet the required pension 
stribution. But there is some 
od news from the IRS. 
in five separate rulings, the IRS 
“ated waivers of what is techni- 
ly called the minimum funding 
*edard. The rulings involve de- 
“asing sales, decline in net 
“th and working capital, and 
“losses. (See 7946024, 7946031, 
46034, 7946044, and 7946056.) 
This is important to any busi- 
« that cannot make its current 
‘wired pension contribution. 
> NOT TERMINATE YOUR 
AN IF THIS IS YOUR SITUA- 


ON Instead, get a ruling. 


says: 
~ When you 
learn CPR, 


youre 
ready to 


save ltves- 


m anywhere.’ 


American 
Red Cross 


A Put ervice of This Maga & The Adv 


“‘1 made over 
$40,000 profit 
selling Stop-A-Flat’’ 


Robert W. Swartz, Sr., President 
Swartz Cadillac Co., Baltimore, MD 

Another highly profitable member of our 

family of over 4,000 new car dealers making huge 
profits with Stop-A-Flat. 


Stop-A-Flat came to his thriving dealership 

offering a proven puncture sealant, a dealer support 
program consisting of radio & TV commercials, 
consumer ads, powerful merchandising displays, the 
full endorsement of racing great Bobby Unser and 
an unlimited potential for profit. The result 

speaks for itself: over $40,000 gross profit 

from selling Stop-A-Flat. 


“Since our association with Stop-A-Flat, which 
began over one year ago, our sales department, 
service department and retail customers have noth- 
ing but the highest regard for this amazing product. 


| would heartily recommend Stop-A-Flat to any 
dealer who wants to sell a product of the highest 
quality to his customers and receive a terrific 
profit in return. 


The profitability of Stop-A-Flat is invaluable!” 


The flat resistant tire” 


CALL THE DIRECT LINETOA 
BETTER BOTTOM LINE: 800-523-2436. 
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BillCosby | 


here once was a time when 
a truck dealer and a truck 
customer could verbally 
agree on many things. The truck 
dealer valued his reputation and 
word-of-mouth advertising. But 
the days of verbal agreements are 
gone. Lawsuits hinge on what 
people say and what other people 
“think” they say. 

A new age of consumerism has 
broken on the truck industry. 
Most people are more inclined to 
solve their differences in court 
rather than face-to-face with an 
individual. Hence business has 
become more complex. Truck 
dealers can no longer say what 
they will or will not do. Every- 
thing must be in writing. 

Many of the consumer laws 
leveled at cars are now filtering 
through to trucks. Truck dealers 
will be faced with a growing 
number of rules, regulations and 
forms to comply with new laws 
concerning the sale and service of 
their products. 

For example, all truck dealers 
must now fill out odometer dis- 
closure forms. If a dealer fails to 
give out odometer statements, he 
will be in violation of the Federal 
Odometer Law and subject to pri- 
vate lawsuits. 

Originally when the law was 
passed, the National Highway 
Traffic and Safety Administration 
issued a regulation which exemp- 
ted vehicles of 16,000 GVW or 
more from filing federal odometer 
statements. But a 1977 court case 
of Lair versus Lewis Service Cen- 
ter, Inc. changed that. The federal 
court ruled against the dealer in 
this private action. The court held 
that NHTSA did not have the au- 
thority to grant the exemption. 

Therefore, all trucks, new and 
used, must carry an odometer 
statement in order for the dealer to 
sell them. NHTSA has stated it 


Sl 


This column is prepared exclusively for automotive executive by Patrick R. Close, director of NADA’s American Truck Dealers 
Division. All inquiries should be addressed to: Pat Close, director ATD, 8400 Westpark Dr., McLean, VA 22102. 
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Pat Close 


will not enforce the federal court 
ruling, but legal counsels agree 
that Lair versus Lewis set prece- 
dents for private lawsuits. This 
also means truck dealers must 
take odometer statements from 
customers when they take a truck 
in trade. 

Another example of the new 
wave of regulation is the FTC’s af- 
firmation of the repossession rul- 
ing. A decision rendered by an ad- 
ministrative law judge in a pro- 
ceeding against Francis Ford last 
year changes repossession proce- 
dures. 

Ford Motor Company and its 
credit subsidiary reached a settle- 
ment with the FTC establishing 
procedures for monitoring dealers’ 
repossession activities. The set- 
tlement imposes a specific for- 
mula for determining what ex- 
penses a dealer may allocate to re- 
possessions in determining 
whether a surplus or deficiency re- 
sults from the repossessed vehicle. 

According to the FTC, allowable 
expenses mean actual out-of- 
pocket expenses incurred as a di- 
rect result of a repossession. The 
calculations must be shown and 
the balance paid to the customer 
from whom the vehicle was repos- 
sessed. 

Not only must the truck dealer 
repossess the vehicle and then try 
to sell it, now he must repay the 
customer any difference above 
‘‘normal’’ expenses. The con- 
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make business difficult. 

Yet another court case involyes 
an apparent good-will gesture tha: 
backfired for the dealer. Dealers 
salesmen and repair people should 
be cautious about promising to 
perform free repairs to enhance 
good customer relations. Such an 
action could backfire into a losing 
legal battle for the truck dealer 

In a recent Colorado case, a eys- 
tomer purchased a used truck “gs 
is’’. All warranties were dj 
claimed. The customer came ba 
to the dealership for repairs and 
the dealer agreed to pay for one- 
half of the work saying he was 
doing so for “good customer rele 
tions.” 

The truck customer took the 
dealer to court over the repairs 
alleging the dealer had given war 
ranties and should pay for the tora! 
cost of repairs. The Colorado state 
jury decided the dealer must have 
given warranties since he agreed to 
pay one-half of the expenses. 

The situation points to the fees 
that something must be put ip 
writing when it concerns any type 
of agreement. 

Truck dealers should clears 
state the facts of a given situatios 
and have the customer acknow! 
edge receipt of the statement: » 
writing. ‘“Customer relations” os 
in the aforementioned instance 
should be called “‘policy a¢ 
justments” and the truck owne 
must be made fully aware of ¢he 
action. 

The truck business is entering 
new age of consumerism. Feder: 
agencies are eyeing the truck » 
dustry carefully and more changes 
are expected. Truck dealers will 
have to be more cautious and more 
professional in their dealings The 
three points we’ve mentioned ot 
a hint of what changes can be ex 
pected in the future. & 
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sumer influence continues to 


= Why Oakleaf is the*1 
.. F&I computer for you 


= 
One unit a single, beautiful unit does every- 


thing you need for increased F&I profits. 


One sour ce Oakleaf takes responsibility for 


manufacture and programming and maintenance. 
You are not thrown to the mercy of vendors. 


a Easiest the Oakleaf SX-330 is the 


easiest full-service F&I computer to 
learn how to operate...it’s the easiest to 
use, too. 


Fastest fastest printing speed of 


any F&I computer. 


Most r eliable completely solid state. 


The Oakleaf SX-330 is the most reliable of all 


F&I computers. 
Only dealership 
F&I COMPUEET tne cakicarsx-330 is the 


only computer specifically designed for automotive 
dealership F&I. No wonder it’s #1! 


Call or write Barbara Porter, National Marketing Depart- 
ment, (213) 989-5989, for more information on how the 
Oakleaf SX-330 will create an F&I profit center in your 
dealership. 


Or send this coupon today. 


W3 


<—~ 
are 


14600 Titus Street 
Panorama City, CA 91402 


Your name 


Dealership 


WOOGIE Dh a ars Ts City 


OD riipeinerin “THephions: ( 


his subcommittee were con- 

ducting hearings across the 
country, listening to people ex- 
press their concerns about the 
burdens of government paper- 
work. 

In Jacksonville, Florida, the 
local veterinarian and others ex- 
pressed fear of their government; 
they worried that, bombarded by 
government forms, they would 
make a mistake and that gov- 
ernment would get them as a re- 
sult. 

In St. Petersburg, Florida, some 
senior citizens told the senators 
that after a lifetime of paying 
taxes, they quit trying to obtain 
Medicare because they couldn’t 
get the paperwork through. 

A small business counselor said 
that many of his clients refuse to 
expand their businesses just be- 
cause of the added paperwork they 
would face. 

Over the years, with the growth 
of government, the piles of forms 
and reports have grown into 
mountains. It has angered con- 
sumers. It’s angered business. It’s 
angered practically everyone who 
must deal with the bureaucracy. 

Said former Sen. Tom McIntyre 
when he testified recently in 
Washington before the Senate 
Subcommittee on Federal Spend- 
ing Practices and Open Govern- 
ment: 

“I’ve come to tell you that the 
American public is angry, that 
there are groups of them planning 
to send you photocopies of all the 
forms they receive to clutter up 
the Senate’s halls and offices, and 
that they are demanding relief 
from government gumshoes.”’ 

Mr. Mclntyre was speaking for 
the Citizens Committee on Pa- 
perwork Reduction. The commit- 
tee was established after the 
Commission on Federal Paper- 
work went out of operation in Sep- 
tember 1977 and is designed to as- 
sure that the recommendations 
and the work of the commission 
will not be ignored. It has found 
that, although some progress had 
been made, there is considerably 
more room for improvement. 


% en. Lawton Chiles |D-FL) and 


Improvements noted 
The commission recognized 


aay Y ae E. 
——————— - es 


+ eta 


by Bob Gatty 
Reprinted with permission from 
Association Management Magazine 


that the government seemed to be 
smothering itself and much of the 
American economy with its oner- 
ous paperwork requirements, and 
it made 520 recommendations to 
reduce government forms and red 
tape. 

Since then, President Carter has 
reported that improvements— 
substantial improvements—have 
been made and that sizable chunks 
of tax dollars are being saved. The 
President has issued an executive 
order to realize further savings and 
has endorsed legislation— 
sponsored by Senator Chiles and 
others—that would make still 
more improvements. 
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According to Mr. Carter, the 
total time spent by the public &) 
ing out federal forms in Januar 
1977 stood at 913 million hous 
per year. Today, he says, that fig 
ure has been slashed to 786 my - 
lion hours. Paperwork in the ager 
cies subject to his paperwork re 
duction program has been cut bs 
15 percent. 

Moreover, of the 520 recom 
mendations of the commission 
269 have been implemented, }>) 
are under “active consideration. 
he says, and 80 have been rejected 
The Office of Management apd 
Budget expects to act on all of the 
recommendations soon. 

But it’s no wonder that busines: 
people are growing restless. 


Business bears costs 


According to the Genera] Ac- 
counting Office, businesses spend 
about 69 million hours annually 
at a cost of more than $1 billion ee 
respond to the more than 2 joe 
U.S. government reporting re- 
quirements. 

However, GAO pointed out in 
its November 17, 1978, report thar 
those figures were incomplete 
since several agencies, including 
the Internal Revenue Service are 
exempt from the Federal Reports 
Act. And IRS estimated then th»: 
about 613 million hours were ye 
quired to keep up with th»: 
agency’s reporting requirements 

The Federal Reports Act of }04° 
established three broad objectives 

= Federal agencies should o> 
tain needed information wird 
minimum burden on respondemss 
and at a minimum cost to the gov 
ernment. 

= Unnecessary duplication » 
information gathering should be 
eliminated. 

=» Maximum use should be 
gained from information eo! 
lected. 

But the law exempts almost 7s 
percent of the total public report 
ing burden from review by the 0» 
fice of Management and Ry 
thus removing effective restraines 
from the vast majority of agencies 
that place paperwork burdens o» 
individuals and the private sectos 

According to the President, the 
paperwork surge has been stopped 
by his administration. The 15 per. 


ion in the time Ameri- 
d filling out federal 
amounts to 127 million 
equivalent to 75,000 peo- 


Se working full-time for a year, he 


hdiiements to date 
Some of the other achievements 


“the commission include: 
bi IRS has switched five 


taxpayers from the long 
ee to the short one. 
Occupational Safety and 


. ministration has 
. 110,000 small businesses 
wth fewer than 11 employees 
| %m= filling out the agency’s an- 
eel survey and reduced the 
*seunt of information that must 
% provided by those who still 
Dust 


comply. 
’ Interstate Commerce 
“mission has cut a 70-page re- 


at was required from 13,000 
Sesto eight pages. 


ess in cutting federal 

has been substantial,’’ 
President Carter. “But we 
a etenore.”’ And he an- 
ed consolidation of three re- 
from the states on 

food stamp programs, 

De gave 500,000 hours and 


jon per year. 


‘me action needed 


t Carter’s latest effort 
. the tide of government red 
mt attack that problem 
others. . 
federal paperwork is 
» the President noted in 
his executive order to 
this out. “The government 
silect information to en- 
“the civil rights laws, compile 
+e statistics, design sound 
and for many other 
, 


a” 
me. Carter acknowledged 
“aim recent years, government 


s, and interviews 
Michroomed and that 
“h of this paperwork is un- 
sry or duplicates informa- 
-¢ collected elsewhere.” 


ve order 

cident’s executive order 
‘ed to curb some of this 
reduce paperwork 
> major efforts: 


= A paperwork budget. OMB 
will administer a budget to control 
the total burden that agencies may 
impose on the public. Each agency 
will submit an annual plan for fu- 
ture requirements for informa- 
tion, including an estimate of the 
number of hours needed to com- 
plete its forms. OMB may agree 
with the plan or order the total re- 
duced. 

= Information Locator System. 
A government-wide Federal In- 
formation Locator System will 
contain profiles of requests from 
all federal agencies for informa- 
tion. Before issuing a new form, 
each agency must check to see 
whether another agency is already 
gathering the same data. 

= Help for small organizations. 
Agencies must seek ways to re- 
duce the paperwork burden on in- 
dividuals, small units of govern- 
ment, and small businesses. 
Shorter and less frequent reports 
or exemptions for small organiza- 
tions should be given considera- 
tion. 

= Sunset. To weed out needless 
reports, new reporting require- 
ments will be authorized only for 
two years. Existing reporting re- 
quirements will terminate after 
five years. A new OMB approval 
will be required if reports are to 
continue beyond that. 

# Public participation. Pa- 
perwork requirements must be 
developed in consultation with 
those who will be affected. Public 
notice and hearings will be re- 
quired on all significant reports. 


Legislative remedy 


In addition to issuing the execu- 
tive order, President Carter also 
endorsed legislation by Senator 
Chiles, Rep. Jack Brooks (D-TX), 
and Rep. Frank Horton (R-NY}, 
which is designed to: 

® Close loopholes that allow 
major agencies to ignore the re- 
quirements of the Federal Reports 
Act. This would involve the areas 
of taxation, banking, education 
and health manpower. 

® Make the information locator 
system permanent. 

= Permit the public to disregard 
a form if it does not contain an 
OMB approval number. 

= Require a regular review by 


OMB of each agency’s information 
management and paperwork re- 
duction activities, with goals set 
to reduce information collection 
requests. 

® Authorize OMB to designate 
one agency to collect information 
for several agencies, thereby 
eliminating duplicate reports. 


More paperwork 


But as the President noted, Con- 
gress continues to enact new re- 
quirements in energy, environ- 
mental protection, and other areas 
that will increase the paperwork 
burden. Thus, he said, a broad 
management approach is needed. 

Indeed, the Department of 
Energy has been a sore spot with 
many business people. 

Last summer, after Congress 
approved legislation requiring that 
public and commercial buildings 
maintain minimum summertime 
temperatures, the National As- 
sociation of Retail Grocers con- 
vention approved a telegram to 
President Carter complaining 
about the “wasteful” paperwork 
requirements that resulted. 

“The 16 pages of regulations and 
accompanying explanations are so 
confusing and complicated that 
engineers, legal counsel, and other 
consultants are necessary to de- 
termine compliance respon- 
sibilities,’ the association tele- 
gram told the President. 

“Clearly, the first priority,” 
Senator Chiles explains, ‘‘is for the 
Congress to discipline itself.” 


Hope for enactment 


As a result of President Carter’s 
strong endorsement, Senator 
Chiles’ bill is scheduled for action 
in the near future; Representative 
Brooks’ House Government Oper- 
ations Committee will also take 
up the measure soon. 

According to Robert Copley, a 
spokesman for Senator Chiles, 
congressional leaders hope “‘to put 
the nails into the President’s plan’’ 
through this cooperative effort be- 
tween House and Senate. 

Congress hopes to have a final 
version of the measure ready for 
the President’s signature by the 
time it adjourns—just in time for 
the 1980 congressional and presi- 
dential election. fE 
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Tax treatment of 
proceeds of redeemed 
dealership stock 


Credit advertising 


The Auto Industry And The Law 


A taxpayer prevailed against the Tax Commissioner in a case in- 
volving the tax treatment of proceeds of stock redeemed by a family- 
owned dealership. In the case, Dunn v. Commissioner, the United 
States Court of Appeals for the Second Circuit held that the taxpayer 
did not retain an interest in the family corporation other than as a 
creditor because of a valid stock purchase agreement. The proceeds of 
the stock redemption are to receive capital gains treatment and are 
not to be treated as a dividend to be included in the taxpayer’s gross 
income. 

The Tax Commissioner had argued in the case that, because the 
redemption price for the stock was to be paid over a twelve-year 
period and was at all times subject to the franchisor’s minimum 
working capital requirements for running the dealership, the tax- 
payer was more than a creditor and should be said to have a “‘proprie- 
tary’ interest in the dealership. Under ‘‘constructive ownership” 
rules of the Internal Revenue Code, the Commissioner then at- 
tempted to attribute the stock of the other family shareholders to the 
taxpayer. ! 

The major issue in the case was identifying what interest the tax- 
payer had in the dealership. In general, when a corporation distributes 
money or property to a shareholder because of stock ownership, the 
distribution is treated as a dividend. When, however, the corporation 
makes a distribution to redeem its own stock, that distribution js 
taxable only to the extent of any capital gain. Because the taxpayerjn 
the Dunn case gave up all incidents of ownership of the stock under 
the stock purchase agreement, all interests as a shareholder had 
ended. Thus, the Court held that the proceeds of the stock redemp- 
tion are entitled to capital gains treatment. 

x*r 
Enforcement efforts of the Federal Trade Commission are on the rise 
and careful drafting is needed if dealers are to avoid the many pitfal}c 
of credit advertising. A helpful reference which makes compliance 
with the Truth-In-Lending Act easier is available free of charge fron, 
this address: Department CS, Public Reference Branch, Federal Trade 
Commission, Washington, D.C. 20580. 

The checklist below should be followed closely to assure com- 
pliance with Regulation Z of the Act. 

If a closed-end credit advertisement refers to any of the following: 

—the down payment (or a statement that no down payment is 

needed); 

—the amount of any installment payment; 

—the dollar amount of the finance charge; 

—the repayment period or number of installments; or 

—that there is no charge for credit; 

THEN, the ad must disclose all of this information: 

1. the cash price or loan amount; 

2. the amount of the down payment or the fact that no down pay- 

ment is required; 


This column is prepared by the Legal Group of the National Automobile Dealers Association. For further information or questions concerning the 


items appearing in this column, write: Legal Briefs, NADA Legal Group, 8400 Westpark Dr., 


McLean, VA 22102. 
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3. the number, amount and frequency of scheduled payments; 

4. the amount of the finance charge expressed as an annual per- 

centage rate; AND 

5. the deferred payment price or total of payments. 

Regulation Z also mandates that no rate other than the “annual 
percentage rate’’ may be advertised, except that a simple interest rate 
may be disclosed along with the ‘annual percentage rate.’’ A recent 
amendment to Regulation Z permits the “annual percentage rate’”’ to 
vary as much as '% of one percent in either direction from the exact 
‘annual percentage rate.”’ 


xk 
Court upholds NHTSA The United States Court of Appeals for the Fourth Circuit recently 
ethority to require vehicle held that the National Highway Traffic Safety Administration 
identification numbers (NHTSA) has the authority to require automakers to provide the un- 


usual 17 character vehicle identification number (VIN) on each 
passenger car (Vehicle Equipment Safety Commission v. NHTSA ). As 
amended, the NHTSA standard specifies that the new VIN is to be 
divided into four parts to better describe certain vehicle features and 
to designate the identity of each vehicle. Maryland highway au- 
thorities and the Vehicle Equipment Safety Commission had chal- 
lenged the standard on the grounds that state authority was unsurped. 
In finding in favor of NHTSA authority, the Court ruled that the 
standard is reasonable and a proper subject for federal preemption. 
xe 


ford acquitted of homicide The Ford Motor Company has been acquitted of criminal charges in 
the ten-week Indiana trial that tested Ford’s recall notification proce- 
dures. Reckless homicide had been alleged against Ford following a 
1978 accident in which three young women were burned to death ina 
1973 Pinto which caught fire following a rear-end collision by a van. 

In 1978, the National Highway Traffic Safety Administration 
(NHTSA) had determined that the Pinto gas tank was susceptible to 
puncture and excessive gas leakage following collisions. Based on the 
NHTSA study, Ford undertook a voluntary recall of 1.5 million Pin- 
tos and 30,000 Mercury Bobcats made between 1971 and 1976. A 
major issue in the criminal trial had been whether Ford had ade- 
quately and promptly notified Pinto owners about the known safety 
hazards. The jury found Ford was innocent of the charge of failing to 
warn about or offer to repair Pinto defects before August 10, 1978, the 
date of the fatal accident. 

x** 
; A reader from Arkansas asks: Recently, a customer of mine 

‘reader asks: negotiated the purchase of a vehicle at the dealership but he wanted 
his wife’s “OK” and, for the sake of convenience, asked the salesman 
to bring the contract to the customer’s home to be signed later. The 
salesman obliged and the deal was signed. Several days later the cus- 
tomer came back to the dealership and said he could rescind the 
whole deal because a federal consumer law says he has three business 
days to do so. Do I have to let him out of the contract? 

No, you do not have to let him out of the contract although a Fed- 
eral Trade Commission rule does give consumers three business 
days in which to rescind or cancel sales made in or around their 
homes. While this rule affects all door-to-door sales of consumer 
goods over $25 in value, the rule does not apply when prior negotia- 
tions take place at a business and a contract is merely signed in the 
home later. Also, the rule does not apply to transactions through the 
mails or over the telephone. 

State law should always be consulted in the sales area because a 
consumer’s right to cancel transactions often exists under staté 
common law or general contract case law for duress, fraud, breach of 
warranty, unconscionability, immature age or mental incompe- 
tence. A state statute, such as the Uniform Consumer Credit Code, 
may provide additional consumer remedies—for example, a right of 
recision on the failure of financing. & 


AUTOMOTIVE EXECUTIVE, MAY, 1980 53 


Piain talk to GM dealers. | 


You can sell your own or 


any other service plan, but 
GM has one that was meant 
to give you peace of mind. 


Continuous 


Protection 
Plan 


The GM Continuous Protection Plan may 
be the best service plan you can offer. 
As a business man, you accept certain 
liabilities and risks. Why, especially today, 
should you take on any additional, 
unnecessary contingent liabilities? When 
you sell the GM Continuous Protection 
Plan you can have peace of mind 
knowing that your customers have an 
agreement directly with GM. General 
Motors will pay for parts at list, and labor 
at your retail hourly rate, on customer 
Claims for the duration of the Plan. We pay 
you directly, promptly and with no red 
tape. With the GM Continuous Protection 
Plan you have peace of mind knowing 
that future repair claim costs will be 
covered. You can relax. Coverage is clear. 
GM resolves any disputes about coverage 
with the customer. You repair. We pay. 

And with the GM Plan, your income for the 
work you perform is real income. Because 
GM pays the claim, your actual income 
can't be eroded by the effects of inflation 
on parts and labor costs. 

You can offer your customers more 
satisfaction with 

comprehensive coverage. 

The GM Continuous Protection Plan covers 
78 components of 9 major assemblies, 
including seals and gaskets. We don't 
think any other plan’s coverage even 
comes close. The potential for maximum 
customer satisfaction during the new 


vehicle limited warranty and after is 

there — peace of mind for your customer 
and you. 

You get excellent profit potential 

by selling the GM Continuous 

Protection Plan. 

Its your choice. You might find another 
service plan will pay you more up front in 
the sale. But with the GM Plan's 
comprehensive coverage, value and 
satisfaction to your customer, the GM 
Continuous Protection Plan offers the 
potential for more real income in rental, 
parts and service sales for the duration of 
the agreement. So ask yourself, which 
plan is worth more? To your Customer? To 
your own peace of mind? We think you'll 
agree we have the right combination. 

Our advertising will encourage your 
customers to look for the GM Mark of 
Excellence — for an agreement with 
General Motors — the genuine article. 

We will be telling your customers point by 
point why we think the GM Continuous 
Protection Plan is superior to any other plan 
available. Your customers 
will be reading about the 
GM Plan as the service plan 
that gives them a direct 
agreement with GM. They'll 
be asking for the plan with 
the GM Mark of Excellence 
on it. So get on the Mark. Go with the 
GM Continuous Protection Plan. 


plain talk, you shouldn't 
settle for less. 


Frigi-Treat minimizes or elimi- 
nates cold weather problems 
caused by diesel fuel jelling, im- 
ing the flow of diesel fuel at 
low s. It also prevents wax 
build-up in fuel filters and can be 
mixed in a ratio of 1 gallon per 800 
zallons of #2 diesel fuel in winter 
oo It is available in 12/1- 
" 
) 
) 
) 


Te 


quart cartons, 5 gallon pails and 55 
gallon drums. Manufacturer: 
Amalie Refining Co., Div. of 
Witco Chemical Corp. 


AMALIE 


Frigi-Treat 


Malco crete and Garage Floor 
. | prccrtay Seay and fast to use. Just 
| ~rinkle the cleaner on a wet floor, 
let it soak and then flush it away. It 
venetrates oil and grease and 
eaves a fresh pine aroma. It works 
«ell with hot or cold water and is 
ule because it is not Caustic or 
lammable. It is ideal for bucket 
washing, too. Available in 25- 
‘Is and 50 and 100 pound 


umn in no way 


Sun Electric Corp. has introduced 
a new computer wheel balancer, 
Model CWB-1742, developed and 
manufactured by Nortron Corp., a 
wholly owned subsidiary of Sun. A 
microprocessor control makes all 
wheel measurements and calcula- 
tions automatically. A touch-tone 
keyboard communicates tire size 
data to the microprocessor. 

Other features include self 
calibration, a back cone mounting 
system and a reinforced concrete 
base. Manufacturer: Nortron 
Corp. For more information write 
Sun Electric Corp., Dept. 4099, 
One Sun Parkway, Crystal Lake, 
IL 60014. 


hs of products listed in Showcase have been provided via manufacturer's press releases. A product's appearance in this 
Information and p alae cailotnement by either NADA, the National Automobile Dealers Service Corp., or automotive executive magazine. 


WHAT'S NEW ON THE MARKET 


Uniroyal Powergrip timing belts 
for 4-cylinder, overhead camshaft 
cars are now packaged in colorful, 
convenient boxes that are hang- 
able for display or easy storage. 
The belts are available in two as- 
sortment sizes which provide the 
automotive distributor timing 
belts to fit nearly every foreign and 
domestic 4-cylinder, overhead 
camshaft car on the road. Man- 
ufacturer: Uniroyal, Inc., Dept. 
ADC, Box 611, West Haven, CT 
06516. 


PowerGrip Timing Bett 
for Automotive Camshatt D 


New Dump Bin displays 
Emergency Tire Chains. This 
emergency chain dump bin mer- 
chandiser features special “easy- 
on-easy-off’’ emergency tire 
chains in a self-selling, eye- 
catching display. One size fits 90 


percent of market. Merchandiser 
includes 80 strap-on chain units 
with FREE Dump Bin. Good safety 
and promotional item during 
winter-driving season. Manufac- 
turer: Campbell Chain Co., P.O. 
Box 3056, York, PA 17402. 
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Silver Seal offers a new split face 
valve spring dispenser cabinet for 
the machine shop. The cabinet 
comes with three free boxes of 
valve spring inserts and measures 
24"W x 18"H x 4%"D, with 40 
hooks for visual application, along 
with shelf storage space in back. 
Manufacturer: Silver Seal Prod- 
ucts, 19280 Allen Rd., Trenton, MI 
48183. 


The popular Model 2800 Pro- 
grammed Engine Performance 
Analyzer in the complete FMC 
Automotive Service Equipment 
line is now available with a 
HC/CO unit. This New IR Unit is 
available as a part of a new 2800 
model installation or it can be pur- 
chased as an “add-on” for any 
existing FMC 2800 series model. 
For those users who prefer to have 
the IR Unit separate, the new FMC 
805 HC/CO unit can also be pur- 
chased as a separate stand- 
mounted unit with casters for easy 
mobility. Manufacturer: FMC 
Corp., Industrial Park, Conway, 
AR 72032. 


The Graymills Corp., manufac- 
turers of a complete line of job- 
matched parts cleaners, an- 
nounces the introduction of its 
top-of-the-line Handi-Kleen, 
Model PL422. It features, in the 
cleaning tank, air agitation de- 
signed to eliminate much of the 
time spent hand cleaning parts and 
assemblies. 

For parts requiring individual 
handling, two metal work shelves 
offer a convenient work surface 
measuring 33” x 20%”. Shelves 
telescope into a single work shelf 
to provide 50 percent work area, 50 
percent soak area. When shelves 
are not in use, they are stored in a 
side pocket located within the 
tank, creating a large soak area 
measuring 33%” xX 21%”. Man- 
ufacturer: Graymills Corp., 3705 
N. Lincoln Ave., Chicago, IL 
60613. 


to equal that of a jet aircraft en-| 
gine. The siren is designed to drive 


’ 


J-Mark “Side Irons” are practical 
additions to every light truck 
suburban and van. They not only. 
make cab entry easier, but they 
protect the truck body from stone’ 
damage, mud and road oil, Roth. 
styles are solidly built throughout! 
for years of heavy service. ]-Mark 
‘Side Irons’’ are especially de! 
signed for easy installation. They! 
are individually packed, complete) 
with all necessary hardware and! 
mounting instructions. Manufeec 

turer: J-Mark, Inc., 800 Kasota 
Ave., Minneapolis, MN 554] 4 
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Of course they wantit. 
Show them they 


can afford it with GMAC. 


‘t take you long to spot the look of someone in love. 

No ee pout it. ey want that — new number on your 
show - But can they afford it? : 

ee tre tine to bring GMAC Financing into the picture. Spell 
out the quality features. Explain the convenience of your GMAC 
plan. Flexible terms. Coast-to-coast offices. And other features that 
can be tailored to special incomes and needs. 

You'll find playing matchmaker is a lot easier when you take a 
little time and show each prospect that GM Dealers can do it all. 


FINANCING 


Complete Dealer 
Financing Services 


CHROME &G METAL CLEANER 
TIRE RECONDITIONER G CLEANER 
FABRIC SHAMPOO 

LIQUID GLAZE 


Introducing 8 new ways to boost your showroom traffic 
and brighten your profit picture from Polyglycoot 


Beautifully packaged, these new products from 
Polyglycoart's space-age technology are real car 
lovers, because they're everything the consumer 
needs to clean, shine and protect their used vehicles 
and make them look showroom new again. 
Unlike Polyglycoars warranteed protective prod- 
ucts, which are applied only at new car dealers, 
these eight products are for consumer application. 
Guaranteed to be exciting traffic builders for your 
dealershipo—you'll have the first opportunity to sell 
them through your service and parts departments. 
A brand new advertising campaign will back up 


your efforts, and rake the message right to the con- 
sumer. Newspaper and magazine ads and TV com- 
mercials will deliver the customers right to you! 

From Polyglycoar'’s very beginning, new car deal- 
ers have been the backbone of our extraordinary 
growth. Thars why we've supported you all the way 
.. because your success is Our success. 

We're doing everything we can to sharpen your 
Competitive Edge and brighten your profit picture 
.. because we love our dealers like we love cars. 

Send in the coupon for more information, or call 
toll-free (800) 431-1936: in N.Y. (914) 332-1100. 
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~osooo”” INv 
aonee® TINGS got 
Ee COAT 08" 
TO: POLYGLYCOAT, PROTECT sper NY" 
25 North Broadway, Torry’ ,new! 
ly¢ 
YES, lam interested in all of Pant ooroy 
dealership. Please conract 
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Dealership Name — 
Address 
a 


Telephone 


